“something to 


think about” 


says C.W. Titgemeyer, 


Vice President—The Osborn Manufaeturing Co. 


é 8 ERFORMANCE is the final test of a sales plan. Osborn “Brush Con- 
~“(geidus” Distributors made 1931 sit up and take notice. Backed by 
The Osborn Plan of Co-operation they went after brush business. They 
got it. In view of general conditions, these men achieved something... 
something to think about. They proved that a workable plan of co-op- 
eration between manufacturer and distributor is productive of results. 


Congratulations, men! Merry Christmas and a Prosperous New Year! 


Au. Pest 

















The World's Largest 











Mirs. of Taps and Dies 














W. H. Rountree 


Mr. Rountree is located in Seattle, 
Washington, and has sold Green- 
field ‘Tools in the extreme North- 
west for more than 9 years. 


HOW CAN 
MONEY Be 


—“Buy for so much off list, sell 
for so much— difference is the gross 
profit.” But it isn’t that simple. 
Speed of turnover alone may 
knock such figures into a cocked 
hat. 


If the taps move slowly, in pro- 
portion to the investment, gross 
profit will be eaten up in carry- 
ing charges. So Greenfield main- 
tains warehouse stocks at New 
York, Chicago, Detroit and Green- 
field to assure prompt service to 
distributors and to permit them to 


operate on reasonably low stocks. 


Another way we help is by having 


our line complete, not only in all 




















H. F. Brown 


22 years is a long time, but that's 
how long Brown has been selling 
Greenfield Tools in the West. 
Since 1922 he’s been located in 
San Francisco. 


Made on Taps? 


standard sizes and types, but in 
special taps for special jobs, as 
ground thread taps, Tru-lede taps, 
“stubby” taps, etc. We also main- 
tain tap engineers at your call all 
the time to advise on the best taps 
for all unusual jobs. Thus Green- 
field tap distributors are in a posi- 
tion to handle orders for all taps. 
We help move your stock, turn 
over new business to you, prevent 
slipups on technical jobs. Dis- 
tributors stick to the Greenfield 
Line because it pays, and pays 
well. 


Value of our Trade Mark 
to the Distributor 


REG US Pal OFF 





Kirst, most consumers recognize 
this mark. It is many years old, 
and identifies all Greenfield Small 


Tools. We have a real investment 


feJ-Ia a) 





J. R. Beekman 
Beekman used to be at the Home 
Office but for eleven years he has 
been in Los Angeles as a member 
of John T. Rountree, Inc., our Pa- 
cific Coast agent, just like his two 
confreres on the left. 


in it. It’s our quality mark. We 
have spent hundreds of thousands 
of dollars to make people know it 
and trust it. We can’t afford to let 
anyone down who handles tools so 
marked. 


Seren 


GREE ELD’S 


TO NES 
l. Screw Plates 
2. Taps 
3. Dies 
4. Twist Drills 
>. Reamers 
6. Gages 
7. Pipe Tools 
8. Machine Tools 








Simplify 


Your Selling 





A good, well-known trade mark is 
real guarantee of safety for the dis- 
tributor. When security is so easy to 
get, why take a chance on unknown 
products? 


Remember that anyone can write a 
guarantee—but only experience and 
financial investment make the guar- 
antee valuable. 


MASS., U.S.A. 
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A 25th Anniversary— _ 
and a New Hack Saw 


For a quarter century, Victor has stood for in- 
creasingly better values in hack saw blades that 
are used by industry. 

Until recently the need has been for better hack saws 
—almost regardless of price. In power blades, for instance, 
we produce a blade of high tungsten content that meets all 
requirements—except the price, and a type of blade that 
costs industry more than a million dollars a year. 

For some time we have believed that a new combination 
of metals could produce the results required in heavy-duty 
service—at a lower cost. 

The answer we have found in Molybdenum—an American 
mined metal, used extensively by the Government, and fast 
coming into commercial use particularly where high resist- 
ance values are required. 

VictorHack Saw Blades,made of Molybdenum steel under 
a special Victor process, will do anything any hack saw 
blades can do—and yet because the materials are less ex- 
pensive, we are now able to market a product of the same 
high quality as our high tungsten content blades at about 
one-half their cost. 

We are confident that any user of heavy-duty saws 
who tries a dozen of these blades will thereafter secure 
his share of the $500,000 annual saving which the Victor 
Molybdenum Heavy Duty, Extra Value Blades are bringing 


Mkt ES Melestisie.. 


PRESIDENT 


VICTOR SAW WORKS, Inc. 
Middletown, N. Y. 


Manufacturer of Tungsten “All Hard’, “Special Flexible” Hand, Light’ and “Heavy” Power, 
“High Speed” Hand and Power Blades, Molybdenum “Heavy Duty, Extra Value” Power Blades, and Band Saws. 
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EPUBLIC realizes that to permit any 
Distributor to handle and sell any item that 
will not fully meet every day service con- 
ditions successfully, and in competition with 
all other makes, is a policy of short sighted- 
ness, and is lacking in common sense. The 
entire Republic organization is constantly 
seeking ways and means of bettering the 
product... producing more cheaply ... and 
selling to the advantage of Republic, the 
Distributor and the Consumer. 


THE S-POINT POLICY 
* * * * * 


1. Aline of rubber items sufficiently complete to permit effectively 
supplying the requirements of the trade solicited. 


2. A quality of products uniformly good and capable of delivering 
service results that should be reasonably expected. 


3. A price basis inducing and making possible aggressive competition 
with reasonable profit return. 


4. Freedom from competition from his source of supply, either direct or 
indirect, among the trade covered by his day-to-day solicitation. 


5. Selling helps of reasonable amounts so that his sales force may be 
given the advantage of specialized training .and a knowledge of 
the product sold. 


THE REPUBLIC RUBBER COMPANY 
YOUNGSTOWN... . . OHIO 
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METAL-WORKING PLANTS HAIL 
AL-LITE AS “TAILOR-MADE” 


NEW ALUMINUM HOIST FILLS 
JOB 100% IN INDUSTRIES 
HANDLING METAL PRODUCTS 


Lightness and Protection Against 
Overloading Important Sales Features 








It’s a natural! These were the first words of the plant man 
in a prominent metal working concern. Al-Lite, the new 
Alcoa aluminum alloy hoist, made a hit with him the 
instant he lifted it. The jobber salesman didn’t even have 
to clinch his argument with the patented Safety Governor. 


He saved that for the production man. For Al-Lite is the 
100% all-’round hoist in any plant handling metal pro- 
ducts. There are jobs for it all along the line, from receiv- 
ing room to shipping department. 


Al-Lite is 1/3 lighter for ease of handling, and certified 
safe for the protection of costly castings, stampings and 
« other materials. Check thru all the Al-Lite features and 
you'll find the biggest sales advantages offered by any 





handling equipment in years. 


Golden Field for Jobber Salesman ° 


Comparatively few of the parts and 
materials in process in a plant making 
machinery, transportation equipment, 
or metal products can be handled by 
hand. The materials--iron, steel, bronze, 
copper, lead, tin, etc.--are too heavy. 
This fact plainly reveals the attractive- 
ness of the  wmetal- 








Consider what this means to both pro- 
duction and to maintenance! No need 
for two or three men to leave their 
work to help lift Al-Lite in place. One 
man does it easily. He can mount a 
ladder alone, safely, and hook it in 
place. 





working field to the 
chain - hoist salesman. 
Adding to this the fact 
that metal parts must 
go through so many 
handling operations, ex- 
plains why the 13,500 
worthwhile plants in 
the metal-working in- 
dustry offer unlimited 
possibilities. 

The “One-Man” 

Hoist 


Alcoa aluminum alloy, 
as the illustration be- 
low shows, makes Al- 
Lite amazingly light-- 
fully 1/3 lighter than 
an ordinary hoist of 
equal capacity. (Yet 
Al-Lite is exceptionally 
strong, with a safety 
factor of 5 to 1). 





hoist. Thonat & oF int 





Compares oi’ Al.Lite with ordina 


t as strong, Al-Lite is 
Ys lighter. 


Patented Safety 
Feature 


No matter what job 
you put Al-Lite on, 
you have the assur- 
ance that the load is 
protected by certified 
safety. No more dan- 
ger of inadvertent 
overloading, the com- 
monest cause of hoist 
failure. A patented 
Safety Governor, ex- 
clusive on Al-Lite, is 
absolutely fool-proof. 
In operation, it auto- 
matically indicates and 
prevents an overload in 
excess of 50% rated 
capacity of hoist. This 
ends the danger to 
men, to materials and 
to the hoist of trying 
to lift excessive loads. 








crew tests Al-Lite. At this height, additional steel 


of 
cae were sided: and the Safety Governor instantly indicated overload. 


Many Sales Advantages 


Run through the long list of Al-Lite 
superiorities, including the Alcoa 
aluminum and the Safety Governor fea- 
tures. You find such valuable sales 
points as simplicity of design, great 
strength, high mechanical advantage, 
X-ray inspection of castings, dust-proof 
housing, fewer parts, grease bath lubri- 
cation, adjustable load brake, red load 
hook, “Inswell” electric-welded chain, 
etc., etc. 





Close-up of the patented Al-Lite Safety Governor 
that prevents the danger of excessive overloading. 


Send for full particulars to Chisholm- 
Moore Hoist Corporation, Tonawanda, 
N. Y. (Division Columbus-McKinnon 
Chain Corporation.) 


HISHO 


CHAIN HOISTS 
TROLLEYS 


OORE 


ELECTRIC HOISTS 
CRANES 


. XUM 
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DO YOU USE THAT 
LOOKS LIKE A BOLT? 


NEW BUSINESS, which he had never been able to 
obtain, has been opened up to a maker of a simple type 
of metal coupling since he has been purchasing one of the 
parts he uses from RB & W. This man sells a highly- 
competitive staple product, one part of which resembles 
a small bolt in its general contour. 

Formerly, he had let contracts for this part to be made 
on low-production machines. The R B & W Engineering 
Service suggested that this part could be made on RB &W 
bolt headers with the possibility of a substantial reduc- 
tion in its cost. 

“But will your products lessen the quality and service- 
ability of my couplings?” said the manufacturer. ‘‘I can’t 
afford to jeopardize the prestige of my present satisfac- 
tory product.” 

‘Well, what do you think of these?”’ we said, submit- 
ting samples and estimates. 

The manufacturer immediately gave us a large initial 
order, and with his costs so constructively lowered, he has 
obtained new business to such an extent as to cause him to 
voice appreciation of our efforts with considerable feeling. 





In the machines or metal objects you rake or assemble, 
there are probably a number of parts tiiat have the general 
shape of a bolt. Many such parts, we have found, are un- 
necessarily being made by milling or other processes that 
cost more than the methods used in bolt manufacture. With 
our high-speed machines and close adherence to tolerances 
we have saved thousands of dollars for users of such parts. 
Let theR B®& W Engineering Service tell you whether we can 
make such parts for you. No obligation. 


RUSSELL, BURDSALL & WARD 
BOLT & NUT CO. 


PORT CHESTER, N. Y. / gee \ Sales Offices at Philadelphia, 
CORAOPOLIS, PA. Detroit, Chicago, San Fran- 


cisco, Los Angeles, Seattle, 
ROCK FALLS, ILL. Portland, Ore. 
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Keep his head up 


and we'll all come through! 








You recognize this man. He lives in your 
own town, not far from you... 

Though faced with unemployment, he 1s 
combating adversity with courage. He has 
retreated step by step, but fighting. He has 
spread his slender resources as far as they 
will go. 

This winter he and his family will need 
your help. 

There are many other heads of families 
much like him in the United States. This 
winter all of them will need the help of their 
more fortunate neighbors. 

This is an emergency It is temporary. 
But it exists. It must be met with the hope- 
fulness and resource typical of American 
conduct in emergencies. 

Be ready! Right now in every city, town 
and village, funds are being gathered for 
local needs—through the established welfare 
and relief agencies, the Community Chest, 
or special Emergency Unemployment Com- 
mittees ... 

The usual few dollars which we regularly 
give wall this year not be enough. Those of 
us whose earnings have not been cut off can 
and must double. triple, quadrupte our con- 
tributions 

By doing so we shall be doing the hest 
possible service to ourselves. All that Amer- 
ica needs right now is courage. We have 
the resources. We have the man power 
We have the opportunity for world leader- 
ship. . 

Let’s set an example to all the world. Let's 
lay the foundation for better days that are 
sure to come. 





The President’s Organization on 
Unemployment Relief 


Warm S$. 


WALTER S GIFFORD, DIRECTOR 
Committee on Mobilization of Relief Resources 








OWEN D YOUNG, CHAIRMAN 


The President's Organization on Unemployment Relief is 
non-political and non-sectarian. Its purpose is to aid local 
welfare and relief agencies everywhere to provide for local 
needs. All facilities for the nation-wide program. includ- 
ing this advertisement, have been furnished to the Com- 
mittee without cost. 
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NATIONAL 


Copper-Steel Di 





HE extra durability 
of NATIONAL 
Copper-Steel Pipe has tho- 
roughly demonstrated this the logical 
and economical choice for piping exposed 
to atmospheric corrosion or wherever alter- 
nate wet and dry conditions prevail. Nearly 
twenty years of actual tests and service records 
prove the saving made due to minimized cor- 
rosion is proportionately far greater chan 
the small additional investment. Ask for 
Bulletin 11—describing NATIONAL 
Copper-‘Steel Pipe— 


The Original Copper-Steel Pipe 


IQ NATIONAL TUBE-COMPANY 
a 


T Frick Building, Pittshurgh, Pa. 
ve SUBSIDIARY OF UNITED STATES STEEL CORPORATION 


Cua Rote Ni, gle PAL $U 
gee * 
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Endorsement by the trade 


makes Victor Welding Apparatus 


rT 2 
We have at the present — 
time,” says O. E. Dempsey, | 


President, Kelly-Dempsey Com- 
pany, Pipe Line Contractors, 
Tulsa, Okla., “about 100 Vic- 


tor Welding outfits complete in 
our company, and I really be- @ 
lieve that this equipment will © 
save its cost every thirty days § 
in actual operation over any § 


other make of torch that we 
are acquainted with.” 
Since 1929, when this letter 


If you now sell welding 
equipment — 
May we tell you how thoroughly the Victor line is 
endorsed by the trade, and why we think our qual- 


ity merchandise and sales promotional plan will 
result in greater profit to you? 


easy to sell 


® ] ; 





was written, Kelly-Dempsey 
Company has purchased over 
100 additional Victor Welding 
units. 


Victor welding and cutting 


units are manufactured not 


only for pipe line work, but 
for every type of metal work- 
ing industry. Your customers, 
if they work with metal, use 
welding and cutting apparatus, 
and so— 


If you do NOT now sell welding 


equipment — 
May we tell you what metal working industries are 


now using welding equipment, and why, because 
the Victor line is so thoroughly standardized, you 


can profitably add it to your present lines? 





VICTOR WELDING EQUIPMENT CO. 


Division of Victor Equipment Company 


844 Folsom Street 


San Francisco, California 


VICTOR stock is carried at these points— 


Chicago, Ill. 
Cincinnati, O. 
Cleveland, O. 
Dallas, Tex. 
Denver, Colo. 
Houston, Tex. 





Indianapolis, Ind. 
Kansas City, Mo. 

Los Angeles, Calif. 
Oklahoma City, Okla. 
Philadelphia, Pa. 


Pittsburgh, Pa. 
Portland, Ore. 

St. Louis, Mo. 

Salt Lake City, Utah 
San Francisco, Calif. 
Tulsa, Okla. 
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In the Interests of Economy 


Standardize 
on 


MORSE 


In the interests of econ- 
omy in selling, in handling, 
and in keeping a low in- 
ventory, it pays to stand- 
ardize on the complete 
Morse line, for by hand- 
ling Morse Tools, you can 
eliminate the expense that 


the handling of several 
smaller, incomplete lines 
would cause. 


Morse covers the entire 
cutting, and drilling field 
with a line of tools whose 
quality is unquestioned, 
and whose reputation has 
been built up by the recom- 
mendation of satisfied us- 
ers throughout the world. 





COUNTERBORES 
MANDRELS 


SCREW PLATES 
ARBORS 


MOR SE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD , MASS.,U.S.A. 
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TESTS — accurate and scientific — now carry the burden of sales- 
presentation of your Allen line. Every claim authorized for Allen 
screws, every sales-argument, can and és being proved by inch-pounds 
readings of strength at the breaking-point. . . Convincing data and 

demonstrations can be had by any Allen Jobber to supplement his 
| sales-work on important accounts. Ask your Allen representative. 


THE ALLEN MEG. COMPANY 
Harrrory, CONN. U.S.A. 


. Ptr) ae Toga 
1 * ‘r. . ee 
~ 75 ae 
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A MESSAGE 


...to distributors who 


sell constructively 


ROuTRS order taking or constructive selling? The 
difference between them measures the additional profit 
you can expect to make on any line you handle. 


Particularly is this true of Speed Reducers. A widespread 
modernization program is in progress throughout in- 
dustry. Now is the time to tie up with a reputable organ- 
ization which offers you a complete line, plus a constructive 
plan for selling power transmission equipment on an in- 
telligent, profitable basis. 


WHY THE G&F LINE... 


QUALITY 


. 
G & F Speed Reducers are built of the materials best suited 
for the purpose. Our extensive engineering resources are 
constantly directed toward improvement in their design 
and construction. 


RESPONSIBILITY 


G & F Speed Reducers are manufactured by the world’s 
largest industrial Gear Company, a recognized leader in 
its field. 


ADVERTISING 


Attractive, informative advertisements reach every im- 
portant Speed Reducer market—through the leading — 
cation in each field. Direct mail help is furnished to jobbers. 


POLICY 


G & F jobbers are protected. It is our ne to stand back 
of our jobbers, to work with them and to give full credit 
for all sales. 


GEARS AND FORGINGS, INC. 


GENERAL OFFICES: 3153 WOODHILL ROAD, CLEVELAND, OHIO, U. S. A. 
District Offices: Chicago, Detroit, Buffalo, New York, Milwaukee, 
Indianapolis, Pittsburgh. Factories: Cleveland, Chicago, Ford City, Pa. 


THE TRADE-MARK BACKING 
THE INDUSTRIAL DISTRIBUTOR 


Ew, 





SEND FOR THE COMPLETE PLAN 




















THE 
G&F LINE 





WORM GEAR 


Quiet, smooth, economical 
units, particularly adapted for 
driving conveyors, production 
machinery requiring a smooth, 
even drive, etc. 





PLANETARY 


Fully enclosed, highly efficient 
gear drives, transmitting power 
with great reduction in speed 
and small power loss. 





HERRINGBONE 


These units consist essentially 
of one or more sets of herring- 
bone gears and pinions of the 
proper sizes to give desired re- 
duction. Horsepower capacities 
up to 15,000 H. P. 


GEARS 432 FORGINGS -> 
SPEED REDUCERS 
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They'll come to your store, too! 

















you. ov ARE INVITED. To ATTEND : 
"Stance TANLEY PORTABLE ELECTRIC - Tod 
NOVEMBER 12, cat 2 TO 10P.N. 

" SALESMEN th DEMONSTRATING. NEX Y 








TANLEY has organized many 
industrial exhibits for their 
SELECTED DISTRIBUTORS. Inex- 
pensive night letters similar to the 
above are sent to Engineers, Sup- 
erintendents, Foremen and P. A.'s 
within the distributors’ territory. 


is high. Your prospect has 
COME TO YOUR STORE where 
you have every advantage to 
close the sale. They will see 
your complete line of industrial 
equipment. 


Stanley's Sales Engineers are there 










HAMMERS 


DRILLS 


The response to these invitations 


is surprising. The per- LIT 


LE 
centage of attendance 





of course to help your salesmen. It is 
Eat a proved plan for increasing 
"= sales. Will you try it with us? 





THE STANLEY ELECTRIC TOOL COMPANY 


New Britain, Conn. 


Sales Offices and Service Stations: 


New York Chicago Philadelphia 


Cincinnati Kansas City Richmond 


San Francisco 


Detroit Boston Buffalo Cleveland 


Dallas Los Angeles Seattle 


Oakland Montreal 


STANLEY ELECTRIC TOOLS 


SHEET METAL 
CUTTING TOOLS 












AERIAL GRINDERS 








Une 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
FOUNDED IN 1910 BY ELMER CRAWFORD 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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WHY 
We Are Spectahzineg 


“*Spectalization enables us to provide manu- 
facturers with adequate sales representation, 
serve our customers better, and increase our 


own profits’’ 


Says E. A. HIRSHON 


Sales Manager, W. S. Wilson Corporation, 


New York City 


HE careful thought which the business depression 

has forced industry to give to the matter of cut- 

ting costs has emphasized the fact that the place 

where the greatest economies need to be made is, not 

in the production end of the business, but rather in the 

selling or distribution end of it. In other words, dis- 
tribution has not kept pace with production. 

It is natural that such a condition should exist now 
because, for years, the cry has been to produce sales and 
more sales at no matter what cost, the increased amount 
of money spent to secure these sales to be taken care of 
by greater efficiency in production methods. 

Progress, of course, has been made in distribution 
methods, but analysis shows that most of the improve- 
ments have been in the physical handling of distribution, 


such as trans- 
portation, dray- 
age, warehousing, 
banking and book- 
keeping, and not 
in the actual sell- 
ing. If, therefore, 
the physical han- 
dling costs of dis- 
tribution were to 
be separated from the expense of actual selling, it would 
be found that sales cost is eating into profits even more 
than it now appears to be. 

There are just two general systems of distributing 
industrial supplies. One is from manufacturer to user 
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direct, and the other from manufacturer to distributor 
to user. There are some few products which, because of 
their nature, cannot be sold through the distributor. 
But most industrial supplies and equipment cannot be 
sold economically any way except through the distribu- 
tor. Even so, some manufacturers of these last-named 
products do not sell through the distributor and some of 
those who do are not at all satisfied with the sales 
methods used by him. They agree almost unanimously 
that the system of selling through distributors is funda- 
mentally sound, but many of them complain that because 
of a basic fault in the set-up of many distributors, the 
system doesn’t work. 
The accusation of 
many manufacturers 
is that distributors do 
not attempt to sell 
their products prop- 
erly in spite of all the 
cooperation they give 
them. 

In reply to this ac- 
cusation, I, represent- 
ing the distributor, 
ask, “Why should the 
distributor try to sell 
any specific manufac- 
turer’s products when 
he knows beforehand 
that he can furnish at 
an equal profit to him- 
self almost any com- 
peting product which the user might 
desire ?” 

Why should the distributor sell the 
merits of a specific item, when he 
knows that his competitors can pur- 
chase it at the same price? This being 
the case, if the buyer seeks bids, as he 
often does, the distributor who actu- 
ally does the sales job, and therefore 
is entitled to the business, may lose out by being under- 
quoted or even on an equal price basis if one of his 
competitors happens to be more highly favored. 

In my opinion, there is a solution to this problem. 
Distributors can really sell manufacturers’ products and 
it can be made worth their while to do it. 

The way to solve this problem, in my opinion, is for 
the distributor to departmentalize his business, handling 
allied lines in each department and having at the head of 
it a man thoroughly schooled in them. Because, 
with such a set-up, the distributor would be in a 
position to put forth specialized sales effort on a few 
well-chosen lines, he could demand of manufacturers 
exclusive distributing rights in a given territory. 

Manufacturers, under such conditions would be able 
to train the distributor’s specialist in their methods and 
thus have in this man a sales representative every bit 
as good as one of their own men. 

Such a system actually works, because we have tried 
it. Recently, we installed a special department to handle 
a particular manufacturer’s products. In order to make 
the fullest possible use of the newly created department, 
one of the first things we did was to consult our sales 
engineer, whom we had employed as specialist in charge 
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“To make the fullest possible use 
of the newly created department, 
one of the first things we did was 
to consult our sales engineer, whom 
we had employed as a specialist in 
charge of the department, as to 
what other products he thought 
could be sold advantageously along 
with the ones already arranged for.” 


of the department, as to what other products he thought 
could be advantageously sold along with the ones 
already arranged for. With his experience, it was easy 
for him to make some practical suggestion. As soon as 
he had given us a list of the products which fitted in 
with those of the first manufacturer, we laid our plans 
for securing the new lines on the same exclusive dis- 
tributing basis as that on which we were working with 
the original line. We had no difficulty in securing the 
lines we most desired, for the manufacturers were well 
pleased to enter into an arrangement in which they 
felt their selling would be taken care of just as thor- 
oughly and efficiently 
as would be the case 
if our engineer were 
their own employee. 
For our engineer is 
also a salesman, who 
not only sells this 
equipment himself, 
but in addition trains 
our other salesmen in 
selling it and acts as 
an expert when they 
need help. 

Right now we are 
considering another 
special department for 
the handling of an en- 
tirely different group 
of products from the 
one previously men- 
tioned. In working out this new plan, 
we have asked the manufacturer whose 
line we have under consideration to 
select and negotiate the consolidation 
of a quality group of non-competing 
allied products. This manufacturer 
has shown a willingness to cooperate 
in the matter and has taken steps to 
form for us such a group of allied 
products. This is an encouraging indication of the atti- 
tude which can be expected from manufacturers. 

It is natural that manufacturers should recognize 
the value of such an arrangement for, if they were to 
consolidate their sales efforts for mass distribution along 
the lines mentioned above, and if they were to be as care- 
ful about this consolidation as they would be about a 
merger for mass production, they would secure distribu- 
tion in the most direct manner and with the greatest 
economy. This plan enables manufacturers to control 
the sale of their products with all the advantages entailed 
in selling direct, with the further advantage of being 
able to spread distribution costs over a number of lines. 
It makes available a sales force trained to sell their 
products only and enables them to take advantage of 
the distributors’ contacts, warehouses and arrangements 
for carrying accounts. Finally such a plan of distribution 
benefits the user because improved distribution facilities 
lower selling costs which, in turn, lower costs to the user. 

The plan is not visionary or impossible. We have 
proved that it is practical in our own organization. It 
answers in the affirmative what is the real question in this 
distributor versus direct selling controversy, “Can the 
distributor actually sell the manufacturer’s products ?” 
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The King Division of the Allied Paper Mills, one of five plants 


operated by this company. 


Facts You 


Sales opportunities in paper 
mills run practically the whole 
gamut of industrial supplies— 
a fertile field for the distribu- 
tor who makes it his business 
to study plant conditions, so as 
be able to make practical 
recommendations concerning 
product applications 


HE maintenance requirements of large paper 

mills encompass the entire list of items usually 
handled by industrial distributors. The purchas- 

ing department cannot allot too much time to the pur- 
chase of the above items, since it is also charged with 
buying hundreds of 
thousands of dollars 


THE PAPER MILL MARKET AT A GLANCE 


Should Know 
to Sell the 


Paper Mills 


By CHARLES A. YONKER 


Director of Purchases, Allied Paper Mills, 
Kalamazoo, Michigan 


keep a stock of maintenance materials sufficient to prevent 
all shutdowns without running our operating expense sky 
high. The industrial distributor, then, who maintains a 
local stock of such items is performiig for us a serv- 
ice essential to the economical operation of our business. 

There are many 
maintenance items, of 





worth of raw materi- 
als. If for no other 
reason than that his 
services make possible 
a distinct time saving 
in the purchasing de- 
partment, the indus- 
trial distributor’s serv- 
ices are of real value 
to a paper mill. 

The nature of vari- 
ous operations in a 
paper mill are such 
that a shutdown is 
terrifically expensive. 
Naturally, we cannot 


PAPER MILLS LOCATED 
1M SHADED STATES 
Numerals indicate munber of estab- 
Lishments — (nformation taken from 
1927 Consus of Manufactures 










course, which the dis- 
tributor cannot handle. 
Most of these are 
machine parts, special 
in their nature, and 
different with each 
manufacturer’s ma- 
chine. On the other 
hand, in the five allied 
plants, there are thou~ 
sands of items, all 
standard, the mainte- 
nance of which can 
well be handled by 
distributors. 

eae ec In considering how 
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“V” belt drives on a Decker 
for washing paper stock. 











the distributor may best 
serve the paper mills, 
let us look first at the 
distributor’s salesman. 
[ am decidedly of the 
opinion, that the sales- 
man who is to sell the 
paper industry must 
know something of 
plant conditions pecu- 
liar to that industry. 
For instance, he should 
know that much of the 
equipment is housed in 
rooms in which the 
humidity is high, that 
most of the material 
pipe lines are subjected 
to an acid condition and 
that bearings and speed 
reducers often operate 
in an atmosphere with 
a high dust content. 
Salesmen should know 
where their materials 
are going to be used 
and be able to recom- 
mend those which will 
give the best service. 

The paper mill proper 
is not all that should 
come within the sales- 
man’s knowledge. We 
maintain our own ma- 
chine shop, blacksmith 
esshop, wood-working 
shop, pipe shop and 
power plant. Each of 
these shops is a market 
for industrial supplies 
in itself, 

There is little in the 
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Worm gear speed reducers driving the rolls on a boar 


machine. Note also flexible shaft couplings, bearings, 
pipe and valves, steam gages, pulleys and belting. 











industrial supply line which a paper mill of our size 
does not have need for, as the product application 
chart on page 17 shows. 

Our requirements, as pointed out by this chart, 
would seem to indicate that a specialist in our industry 
is required to give us proper supply service. From 
experience, I know that such a distributor not only 
gives us better service but more capably represents 
his manufacturers. It is easily within the realms of 
possibility for a distributor to become a specialist in 
the paper mill industry due to the fact that most of 
the mills of the country are grouped in certain locali- 
ties as is shown by the map on page 15. 

Further, we have found that the distributor who 
sells relatively few lines does a better selling job on 
them than do those who sell many lines and are willing 


to take an order for 
anything. Our power 
transmission problems, 
for instance, are many 
and varied. A power 
transmission specialist 
with a knowledge of 
paper mill machinery 
can do much to make 
my job easier by recom- 
mending new and im- 
proved products which 
will lower maintenance 
costs. 

Materials- handling 
equipment is another 
class of material which 
is purchased exten- 
sively. We must main- 
tain overhead cranes 
and hoists to facilitate 
rapid repair of machin- 
ery and quick handling 
of heavy rolls of fin- 
ished paper. Hundreds 
of trucks are in con- 
stant use throughout 
the plant. Old paper, 
while still in a dry state 
is carried to the shred- 
ders on large conveyor 
belts. The distributor’s 
salesman, who is capa- 
ble of recommending 
new methods or prod- 
ucts which will speed 
up our handling of ma- 
terials and reduce our 
costs, is a man we are 
always glad to see. 

I am constantly seek- 
ing knowledge on im- 
provements and new 














A 3-ply, 134-feet, 8-inches 
x 72-inches leather belt in- 


stalled to drive beaters. 
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methods in the manufac- 
ture of pipe, valves and fit- 
tings, for we have miles of 
water, steam and material 
lines in our five plants. 
My problem is to reduce 
maintenance costs on these 
lines—the distributor’s 
problem is to bring before 
me those products which 
will effectively accomplish 
this result. 

Most of the open iron 
and steel in the plant is 
subject to rust. For that 
reason, paint is another 
necessary item in a paper 
mill, 

I could go on for hours 
pointing out the hundreds 
of opportunities for the 
sale of maintenance items. 
They run practically the 
whole gamut of industrial 
supplies. Yet, the proper 
application of these prod- 
ucts is another matter. It 
takes a knowledge of 
paper mill conditions 
which can only be secured 
by a study within the plant 
itself. Obviously, there- 
fore, the salesman who 
will make it his business 
to find out something 
about paper mill operation 
and then fit his products 
to the actual needs of the 
mills, is going to make it 
mighty hard for us buyers 
to give our business to 
anybody else. 


PRODUCT 
“+ FOR 


PRODUCTS 


POWER TRANSMI/SS/ON 


MATERIALS HANDLING EQUIPMENT 


PACKING and SHIPPING SUPPLIES 


MECHANICS’ HAND TOOLS 


MACHINERY and EQUIPMENT 


ROPE, CORDAGE and TWINE 


CANVAS 


Z. Zé 
ROOS ETC 


As was stated before, 
the operations and ma- 
chinery in a paper mill are 
such that emergency deliv- 
eries on many items are 
essential. Industrial dis- 
tributors have been very 
prompt in this matter and 
have made deliveries at all 
hours. Needless to say, it 
is important that they 
maintain this service at its 
present high standard, for 
it makes them an essential 
part of a paper mill’s sup- 
ply organization. One word 
in this direction, however. 
In any case where the item called for is not in stock, and 
must be ordered from the manufacturer, see that a con- 
stant check is made on the delivery of that item. The 
lack of a system on the part of some distributors, which 
absolutely checks the status of each back order, is a 
condition which should be corrected. A glance at the 
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MECHANICAL RUBBER GOODS 


PIPE and FITTINGS 


CHEMICALS @ 


SUPPLIES 
FACTORY and MAINTENANCE 


APPLICATION CHART 
PAPER MILLS -- 


MAINTENANCE 
MAINTENANCE 
SHIPPING 


COMMENTS 


ORIERS 


MATERIAL, STEAM, and WATER LINES 





photographs and the chart on our maintenance needs 
should convince any distributor that here is business 
worth going after. Getting this business, however, calls 
for a study of conditions peculiar to our industry and 
the intelligent recommendation of money-saving prod- 
ucts on which we will be justified in standardizing. 
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How We Stepped 


Analyzing their market in terms of wire 
rope and then training their sales guns on 
it has proved profitable to this company 





ss END out 20 feet of half- 
os inch wire rope.” How 
frequently does the sales- 
man receive just such a request 
as this, without the necessary 
facts as to what use the rope is 
to be put, despite the fact that 
there are more than a dozen dif- 
ferent constructions of wire rope, 
each of which is designed to do 
some particular job. The sales- 
man who uses the good old rule 
of guess in filling such an in- 
definite order is jeopardizing his 
chances for getting repeat busi- 
ness. Let me illustrate. 

If the wire rope is to be used 
on a drum, the size of that drum 
must be known if the proper kind 
of rope is to be supplied. A 
small drum requires an iron rope 





High-speed elevators used by 


that his rope will be used under proper con- 
ditions. 

When we started to specialize on selling 
wire rope, it quite naturally took us a little 
time to get our feet on the ground and de- 
velop a definite sales plan. At first, we 
were a bit hazy as to where our markets 
were and just who was the specifying 
authority in each case. 

For instance at first, we tried to sell ele- 
vator companies on the outstanding quality 
of our cable but found, after considerable 
effort, that we were barking up the wrong 
tree. “Sell the user” they told us, “and 
if he specifies your cable, we will be glad 
to use it.” 

With this as a guide, we worked up a list 
of several hundred users of wire rope for 
elevators to say nothing of our industrial 
and construction outlets. 

In calling on new prospects, we invari- 
ably carry a sample piece of rope to help 
us in describing its construction. Most of 
all, however, with elevator cable customers, 





of extreme flexibility, while 
in the case where a large drum is 
used, a tougher steel rope ought to be specified. 

The successful wire-rope salesman studies 
the application of his product to different types 
of jobs, since only through proper recommenda- 
tions can be built up a clientele of satisfied cus- 
tomers. Manufacturers of power shovels and 
other machinery oftentimes specify the size and 
kind of rope needed for their machines and this 
information of course is available to all sales- 
men. By carefully studying these requirements 
it is possible to acquire data which will be of 
inestimable value in recommending rope to be 
used on specific jobs. 

In addition to being able to specify the 
proper type and size of wire rope for a particu- 
lar job, it is desirable to check the equipment 
on which the rope is to be used to make sure it 
is in good condition. Sheave bushings should 
be inspected to see that they are tight and not 
out of line. The size of the sheave should be 
such that the rope will not crystallize in service. 
An inspection of equipment takes but a few 
minutes, yet it may result in creating consider- 
able good will, besides assuring the salesman 
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modern tall buildings are 
operated by cable. 


we stress safety and rope life, as the prin- 





WHERE TO SELL WIRE ROPE 








Type of User 


Foundation Contractors 
Road Builders 
Steel Erection Contractors 


Use of Rope 


For use on gas, electric and 
steam shovels, drag lines, hoists 





General Industrial Plants 


Cranes, power transmission, 
conveyors, elevators 





Coal Mines 

Ore Mines 

Stone Quarries 

Sand and Gravel Plants 


Mining machinery, tramways, 
hoists, conveyors, elevators and 
loading machinery 





Marine Industry (Ships, Docks) 


Tow lines for barges, steam 
winches, rigging and steering 
apparatus 





Aviation Industry 


Control cords and for plane 
rigging 





Lumber Industry 


Sky lines, drag lines, cranes, 
hoists 





Office Buildings 

Amusement Parks 

Railroads, Garages and Auto- 
mobile Repair Shops 


Elevator rope 
Rides and swings of all kinds 
For wrecking cars and tow cars 
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Up Wire Rope 


ALES 


By A. H. ALLER 


Wire Rope Specialist, Harris Pump and Supply Company, Pittsburgh 


cipal reasons for specifying our wire rope. We have 
built up a list of satisfied users whose actual experiences 
with our cable is of great aid in convincing new pros- 
pects. One office building, which is equipped with 


meters, has furnished us with exact data on rope life 
which, of course, gives us practical sales ammunition. 
Most contractors are anxious to hear about a quality 
rope that will last longer for they know that changing 
Suppose, for ex- 


rope is a difficult and costly process. 
ample, that a steam 
shovel rope breaks un- 
expectedly. The idle 
shovel will eat “up $50 a 
day in lost time, to say 
nothing of the loss in- 
curred through idle 
truck drivers and the 
possibility that men will 
have to be worked over- 
time to finish the job on 
schedule. A cable which 
will give reliable service 
is of the utmost impor- 
tance here. Contractors 





Docks offer sales opportunities as loading coal, sand and 
gravel is done with the aid of wire rope. 
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are among the best cus- 
tomers on our books be- 
cause a steam shovel, 
especially one digging 
into rock, will use a con- 
siderable amount of even 
the best cable. 

Steel erection compa- 
nies are another class 
that cannot afford to 
take a chance on inferior 
quality cable, because of 
the danger to the lives of 
their workmen and by- 
standers. Road building 
and foundation erection 
contractors are also ex- 
cellent wire rope cus- 
tomers. 

In addition to the 
larger customers already 
referred to, we have found many miscellaneous ones 
who use a good deal of wire rope in the aggregate. 
Railroads equip their wrecking trains with wire rope 
and use it on many construction jobs. Amusement 
parks use a considerable amount for equipping rides. 
Garages find it necessary for towing and wrecking 
work. Foundries and steel plants buy wire rope for 
cranes and ladle slings. There are many other plants 
which also use wire rope and the alert salesman will 
be surprised at the large 
number of prospects he 
will encounter in the 
course of a single day’s 
travel. Every sale of wire 

(Turn to page 66) 


Hauling cars out of mines 
by means of cable. This is 
but one of many uses for 
wire rope in mine opera- 
tion. Other applications 
are on hoists, shovels, drag- 
lines, cranes and coal cut- 
ting machines. 





Contractors doing heavy steam shovel work are large 
users of wire rope. 
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T is obvious that 
the way for a 
salesman to get 

his full share of avail- 
able business is to be 
constantly on the alert 
to suggest products to 
fit the specific needs 
of his customers. It 
seems very strange to 
me that so few of 
them are actually do- 
ing this, that they fail 
to keep this keynote in 
the foreground and 
concentrate 6n definite 
sales propositions. The 
average purchasing 
agent is more or less 
dependent on sales- 
men for information. 
Naturally, the sales- 
men who give him the 
information about 
products he needs will 
receive the orders. 

Instead of showing 
me how the products 
they are selling will 
solve some difficult 
production or mainte- 
nance problem in our 
plants, most salesmen 
are more likely to 
launch a discussion of 
business conditions, 
politics, economics and 
other matters not per- 
tinent to the matter of selling me merchandise. The sales 
approach of this type seems to be standardized ; the ritual 
is fixed and hardly ever varies. Usually, it is not until 
we have thus settled the affairs of the nation that I am 
asked if we need supplies or equipment. 

I am good-natured and want every salesman to feel 
at home in my office. I like politics, am interested in 
general topics and enjoy discussing the condition of the 
crops on my farm. However, my conscience tells me 
that the Lunkenheimer Company is paying my salary 
and providing a buying organization to purchase what it 
needs in the most efficient and economical manner pos- 
sible. From nine o’clock to five every day it is my job 
to find out what is required and buy it, not to discuss the 
general news. 

I firmly believe that the industrial distributor occupies 
a very essential position in industry. Everything being 
equal, we buy our maintenance supply needs exclusively 
from the distributor, because we much prefer to have 
him carry our stock of supplies rather than carry it our- 
selves. But we are not in the market for any abstract 
subjects. It seems strange the idea that purchasing 
agents are men who are primarily interested in chatting 
for a half hour or so has become so fixed in salesmen’s 
minds that it has blinded them to the fact that what we 
really do expect is to be informed about the products 
we need for the everyday operation of our plants. 
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Confine Your 


If you want to make a 
hit with buyers, stick 
to facts about products 
which they need. Above 
all, don’t waste their 
time with idle jabbering 
on irrelevant topics 


By 
E. H. KORTE 


General Purchasing Agent, The Lunkenheimer 
Company, Cincinnati, Ohio 


I recognize, of course, the fact that the 
salesman cannot know everything about each 
line in his catalog, and do not expect him to. 
But how helpful it would be if, during every 
call, he would present a good, snappy sales 
talk on just one of his many lines. Surely it is not asking 
too much to expect a salesman to study his customers’ 
requirements and be prepared to offer those products for 
which they have need. Yet only a few of the men who 
call on me function in this manner. To this type of sales- 
man we naturally give the bulk of our business. 

The fact that these few men give me worthwhile infor- 
mation does not mean that they are not just as friendly 
and courteous as the ones whose talk consists mostly of 
discussions of irrelevant topics. On the contrary, these 
succesful ones have unusually fine personalities, but their 
main thought is always to implant in my mind ideas con- 
cerning a particular article or line. These fellows are 
selling merchandise, rather than irrelevant conversation. 


HERE is another advantage enjoyed by the man 
who confines his approach to facts about his goods, 
and I am sure most buyers will endorse my attitude. 
When I interview a salesman who is anxious to talk 
about a product and I find that he knows his line, I take 
pains to see that he has free access to the specifying au- 
thority on that product in our plant. If it is illogical for 
the purchasing agent to listen to a long tale of general- 
ities, it is equally detrimental to allow the wasting of our 
superintendent’s time in settling outside questions. 
Another phase of the salesman’s job, on which I wish 
to touch, is the question of manufacturers’ representa- 
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Sales Lalp (| Ssesen 


1. Salesmen must create confidence in 
themselves on the part of industrial 
users. 


f 0 2. Salesmen must build up confidence in 


their houses. 
3. Salesmen must be able to discuss thor- 
oughly and intelligently at least one 
product or line in their catalogs on each 
visit. 


tives who accompany him to our offices. We are not only 




















shipments, which indicate a reduction in stocks not in 


willing, but anxious to see these men, and we encourage keeping with one of the principal functions of dis- 
the distributor’s salesmen to bring them along. But their — tributors. 

discussions should always be pertinent to our needs. For 
instance, an hour’s talk on belt dressing would be of little 





In conclusion, allow me to enumerate three “musts” 
which, in my opinion, are essential to the success of any 
distributor’s salesman. He must 
create, on the part of the indus- 
trial user, confidence in himself; 
he must also build up confidence in 
his house, and he must be able to 
discuss thoroughly and intelligent- 
ly at least one product or line in 
his catalog on each visit. If he 
concentrates on the last-named act, 
he need not worry much about the 
first two, for they will follow as 
natural results of his own effi- 
ciency. A little care on the above 
points will help to insure the sales- 
man a fair hearing wherever he 
calls. 

Think over these requirements, 
FAIRMOUNT WORKS salesmen. Do your sales efforts 


measure up, or are you wasting 

Salesmen who are thoroughly informed on your own time as well as the buy- 

value to us, if we had only direct pg Bose cage ee dca wee cae er’s, in what you fondly believe to 
drives in our plant. My sugges- 


Lunkenheimer need, are given free access be smooth selling technique ? 
H tion is that manufacturers’ repre- to the specifying authorities in the plants. 


sentatives be taken to those cus- CARTHAGE WORKS 
tomers who use their product and 

1 whose needs indicate the possibil- ae 
ity of substantial business. A little 
careful analysis will make such 
calls far more profitable, not only 
to the distributor, but to the manu- 
facturer and user as well. 

To distributor executives, I 
| would like to convey the thought 
| that their organizations are serving 
industry efficiently only when they 
make it possible for all the plants 
in their territories to do away with 
maintenance stocks. I say this be- 
cause I have noticed, since 1920, 
an ever increasing number of drop 
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Selling Materials-Handling 












These belt conveyors handle crushed 
stone at the rate of 300 tons per hour. 


66 ODERNIZE for greater effi- 
ciency during slack times 
and seasons.” This talking 

point is, of course, particularly apt just 
now, but it is an important one under 
any conditions, for in good times as 
well as bad most industries must face 
slack seasons. And when it comes to 
modernizing, there is no more fertile 
field to work on than that which has to 
do with handling materials. 

To begin with, of course, we show 
the prospect just why the proposed 
modern installation will save him money. 
Having convinced him on this very important point, we 
then proceed to show why it should be done when busi- 
ness is slowed up. 

Sand and gravel plants, for instance, work to capacity 
in the summer, but in the winter close down. “Now,” 
we point out, “Why not keep on a few of your best 
men, whom you will need next summer anyway and let 
them modernize your equipment so that you can operate 
at the greatest efficiency when the rush season com- 
mences ?” 

With this introduction, we then proceed to show how 
practical the idea actually is. For we not only furnish 
the material, but also provide the engineering service, 
and, although the firm’s own men do the work, we super- 
vise the actual installation. This saves the customer a 
considerable amount on the price which he would have 
to pay if he had the job done complete by a contractor 
making a specialty of such work. In only about 10% of 
our work do we furnish labor for the job. 

Of course, we can’t just go around blindly pointing 
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out all these facts to any plant we happen to run across. 
We have a sales force including, besides the regular 
staff, a sales engineer and a designing engineer. The 
former calls on plants of his own selection, as well as 
on leads furnished by our regular salesman. The design- 
ing engineer spends his time, as may be imagined, on 
designing installations to fit the particular needs encoun- 
tered. The regular salesmen, of course, cannot sell these 
jobs themselves, but when the need for materials- 
handling equipment is apparent they arrange interviews 
with the plant owners. 

It is difficult to say exactly how we do get business 
in this line, as each individual case is different. A cus- 
tomer may come in to ask advice about a few gears and, 
in the course of the conversation, we may discover an 
opportunity to sell a large installation. 

[ recall one instance, when we were driving along the 
road and passed a coal yard. A glance 
showed that this plant could profit 
through the installation of efficient 
materials-handling equipment. Some- 
thing was said about dropping in to see 
the proprietor and we turned around. 
The proprietor was out at the time, but 
on presenting our card the bookkeeper 
said, “Oh yes, I suppose you are the 
men who have come to look over our 


By following our suggestion of replacing a 

bucket elevator at this stone crusher plant 

with two inclined belt conveyors, our cus- 

tomer cut down his maintenance and operat- 

ing costs materially and we, incidentally, 
landed an $8,500 order. 





plant. The boss was talking about a system of materials- 
handling just the other day.” 

Well, naturally, we waited to interview the proprietor. 
He was interested and a sale resulted. Not only was a 
good sized order obtained, but friends in the same busi- 
ness saw the work and also gave us jobs. A total of 
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Kquipment dy 


SHOWING 
MONEY 
SAVINGS 


Every industrial user is interested in 
cutting costs and improving plant effi- 
ciency. In our selling, we show that 
replacing old-fashioned handling equip- 
ment with modern is a sure way to bring 
about these much-desired results 


By DONALD ERSKINE 


President, Erskine-Healy, Incorporated, 
Rochester, New York 


$40,000 worth of business came out of that one call. 
Getting an opportunity to study the problem of the 
prospect is the hardest part of our ,business and there 
is many a job not done for the simple reason that the 
prospect does not know it is possible. 
For example, a new building under construction here 
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With this monorail system, but one derrick is 

necessary to lift stone to any place on the side of 

the building. The labor of 18 men, plus the cost 

of several expensive derricks, was saved on this 

job as a result of the method worked out by 
our engineers. 


in Rochester was being rushed to completion. 
Stone masons were working all over the building 
and it looked as though several derricks and 
crews would be necessary to supply the stone. 

When we had a chance to study the problem, 
our staff designed the monorail system shown 
on this page. One derrick was used to lift the 
stone to the floor on which the men were work- 
ing. From here the men hooked it to the monorail 
and sent it to any location desired. We were even 
able to transfer the stone around the corner to 
another rail so that about 18 men were eliminated 
on the job. 

Another way in which our knowledge of 
materials-handling equipment installations is use- 
ful to our customers is in working out the best 

possible installation for the amount to be invested. 
When a job is lined up for closing, we go to the cus- 
tomer, in many cases, with two plans. The first shows 
an ideal installation. The second is used as a sort of ace 
in the hole and is the best possible installation for the 
money the owner can spend on the job. 

In the case of one dredge plant, an investment of 
$60,000 would have been necessary for the kind of job 
that should have been done. The owner could not at 
this time make such an investment, so our engineers laid 
out a job that would be within the sum that the owner 
could spend at the time. However, knowing what he 
planned to do in the future, we were able to make the 

layout in such a way as 


A single strand flight con- 


veyor in use at a pea-canning 
factory. It is possible with 
a conveyor of this length to 
unload truck loads of peas 
immediately on their arrival 
at the plant. The peas are 
piled on both sides of the 
conveyor along its entire 
length and then fed to the 
conveyor at a uniform speed. 


to insure the greatest effi- 
ciency when the expansion 
program is followed out. 
Without knowing and 
planning for the future, 
we might have laid out a 
job that would have had 
(Continued on page 92) 
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WHo’s WHO 


FRED H. PAGE 


President, Page, Steele and Flagg Company, New Haven, Connecticut 





VER at the New Haven High 
() School one morning in 1890, 

the principal had a call from 
the C. S. Mersick and Company for a 
boy who wanted a job. Fred H. Page, 
being a husky young man of 14 at the 
time, and happening to be within sight 
of the principal, was selected as an 
applicant for the position. 

Just why Mr. Page gave up the 
pleasure of delving into Latin, Algebra, 
and other fascinating subjects with the 
sheepskin as a reward for four years’ 
labor is not known. Possibly he con- 
cluded that the same four years spent 
with an old established company would 
give him a knowledge of business that 





Yh HAT Fred H. Page 


has accomplished in the business world would 
secm to most people to justify a little feeling of 
self-satisfaction, but he himself doesn’t look at 
it that way. The important aspect of his career, 
he says, is his family. That attitude is probably 
part of the reason why he is so generally liked. 








would aid as much in his future career 
as vague recollections of Greek myths, 
and so on. At any rate, he left school 
and began a business career under the direction of 
E. B. Hunn, now mill supply department manager of the 
C. S. Mersick and Company. 

His work consisted of sweeping the store, weighing 
nails, putting away stock, filling orders, and whatever 
he could do to keep the wheels of industry turning at the 
Mersick Company. The salary was modest—three dollars 
per week to be exact. His was no part time job either. 
He spent plenty of time in the store every week. 

Being a bit doubtful as to what his parents would 
think of his giving up school to work, young Page 
thought it best not to mention his new connection for 
several weeks. However, his employer happened to write 
a letter to his home. This caused considerable family 
discussion and he had to explain that he had launched 
on a business career. In fact, securing his parents’ per- 
mission in this matter was one of his first big selling jobs. 

Mr. Page served the Mersick company as a boy and 
later as an inside salesman for 12 years before an oppor- 
tunity came to travel on the road. At this time, of course, 
he knew the business thoroughly, so, as may be ex- 
pected, things went quite smoothly. They continued to 
go in this manner for the next 18 years at which time 
Mr. Page began to wonder if he could not make better 
progress if he were in business for himself. 

After talking the matter over with W. M. Flagg, and 
George E. Steele, both salesmen for the Mersick 
Company, the three men decided to form a company of 
their own, with Mr. Page as president. So, in 1920, the 
firm of Page, Steele and Flagg was formed in New 
Haven. 
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This was a particularly bad year for business and 
having a very limited capital it was necessary to use great 
care in the selection of goods and the extension of credit. 

Metal-cutting tools were the first line to be taken on 
for the reason that there was a steady repeat business 
in that line and most of the customers buying such goods 
were excellent credit risks who discounted their bills 
promptly. On account of limited capital, in those early 
years, it was necessary for the partners to do most of 
the office work in order to reduce overhead. 

Gradually the company took on new lines, but most 
of them were associated with or sold to the same outlets 
for metal-cutting tools with which the company began 
business. Later a greater diversity of lines was added 
until at present the company carries a full line of mill 
supplies. 


UTSIDE selling experience is something that Mr. 

Page believes to be of great assistance to the execu- 
tive. It aids him in reading between the lines of a sales- 
man’s report, in understanding the obstacles they have to 
meet and in placing true value on the work of the men. 
Also, such experience helps the executive in the selection 
of goods to be offered for sale. The man with past 
selling experience knows not only what plants now use a 
particular product but from past plant tours he knows 
what plants could use it. 

Mr. Page is a member of several service clubs of 
New Haven and is on the new industry committee of 
the Chamber of Commerce, giving much time to this 
work of boosting local business. (Continued on page 66) 


MILL SUPPLIES 











EF MG ITE SG 





ae La 
De a 
# 


je aes Pe. 








# : 

A 

: 

ay 

4 i 

) 
; 

; w 


a 





Ri GET FE 0 OT 


Fred H. Pag 
| 
ee RE Saee  ie ta Se RO A a. "eit aan 
| DECEMBER, 1931 25 


XUM 

















How We 
SOME. 


ing process and thus the first sale was 
consummated when we delivered a 
number of especially designed saws 


somewhat like the blades of a fan, with teeth on the end 
thing More” idea not only put themselves in a of each blade. 


> 





STORE SALE STARTS THE BALL ROLLING 
The sale of these specially designed saws for use in a machine for 
cleaning cotton resulted from a tip we got while making a small 
store sale. Their installation and satisfactory operation paved 
the way for many additional orders. 


\LESMIEN who practice the “Sell Him Some- 
These saws were of high grade steel 
position to build up a succession of important sales — and operated very efficiently. 

by following up seemingly unimportant orders and in- 
quiries, but incidentally they also get many opportunities 
for first-hand observation in the plants, and for close 
contact with buyers and engineers whi 





In watching the problems of production on these new 
machines, | saw that there was a great deal of hard 
cutting to be done which required unusually tough hack- 
handle problems — saw blades. Therefore, | demonstrated our blades and 
recommended their adoption for practically all the work 


of production and maintenance. 


It so happens that it was an apparently minor inci- in the shop. It was found that they speeded up the 
dent which started me on cutting and lasted much } 
the sales described in this longer than any ordinary 
article, and what is more tvpe and = soon became 
unusual, the lead was ob standard equipment 
tained right in our own throughout the plant. 
store. All plant men who When other machines 
come in our place of busi were added I decided to go 
ness to make purchases re- after the bearing business | 
ceive attention not only for all of them. As these 
from the floor salesmen but machines are operated at a 
from any outside men who very high speed and for 
happen to be in and from long continuous periods, the 
the executives as well. So, bearings were subjected to 
when a man came in one severe tests. After thor- i 
morning to buy a_ pulley, oughly testing ours and 
our inquiries as to the use even comparing them with 
of the pulley and the ac another type which was | 
tivities of his firm brought tried out after ours were 
forth a lead which devel installed, our bearings are 
oped into a pleasant and still on the job. 
mutually profitable connec- The next chance for a 
tion, constructive sale came up 

The tip was that thts 
particular plant Was going HACKSAW BLADES SOLVE | 
into the manufacture of an ONE PRODUCTION 
advanced type of machine PROBLEM 
for cleaning cotton and Hacksaw blades can develop 


: : into an astonishing volume in 

other materials used in the a year. Noting the exacting 

cutting requirements in this 

plant, we were able to show 

that these particular blades 
would fill the bill. 
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making of mattresses. I 
knew we could furnish a 
superior saw for the clean- 
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Sell Him 
THING 


MORE 


By M. A. TUCKER 


Salesman, Lewis Supply Company, 
Memphis, Tennessee 


when T learned that the company wanted to use 
the very best type of shafting, one that would 
be exceptionally durable and accurate in meas- 
urement. Ordinary cold-rolled shafting 1s well 
suited to many purposes, but here something 
finer was needed. 1 finally sold a type that is 
turned and polished, giving maximum smooth 
ness and insuring perfect operation at high 
speeds. 

Securing belting that would stand up under 
the severe service to which it was put, was 
proving a problem in this plant. Several types 
of belts had been tried out with indifferent suc- 
cess. Although the tests were hard, I felt that 
we could sell them our belting without worry- 
Accordingly, we furnished 
them with a raw-edge quality belting and it has 
given satisfaction beyond even the expectations 
of the buyers. 

Bolts may be regarded as a small item, but 
there are many chances for substantial sales on 


ing about results. 


this little article, especially when it is used in 
production. So | watched while the company 
tried methods other than bolting on the bodies 
of the machines. Then I got a chance to dem- 
onstrate how bolts would work. They proved 
to be the solution to the problem for they made 
a much neater and stronger job. 

Another item which had to be given stiff 
tryouts was a fan which is used in two different 
sizes, Varying according to the particular machine 
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BEARINGS STAND UP AGAINST COMPARATIVE TESTS 

By making a careful study of the application of bearings in this 

plant, we were able not only to sell our make for use in pro- 

duction but to sell it so thoroughly that it later withstood a 
comparative test with another make. 


QUALITY SHAFTING FOR HIGH SPEED WORK 
In machines running at high speeds and doing hard jobs, the 
quality of the shafting must be as near perfect as possible. In 
this case we sold a more expensive type of turned and polished 
shafting instead of the cold-rolled type that had been in use. 
This resulted in greater efficiency in the performance of the 
machines. 


RAW EDGE BELT STOOD THE TEST 
Knowing that a kind of belting was needed that would do an 
all-around job on different machines, we made a careful selec- 


tion for tests. A raw edge belt of unusual gripping power at 
high speeds proved to be best fitted to do the work. 


























































NEW SAW PAVES 
WAY FOR FUTURE 
DEMAND 
When a new machine 
was introduced, the 
type of saw required 
was quite different 
from the circular ones 
furnished in the first 
instance. We suc- 
ceeded in selling a 
long, straight saw of 
special design and its 
performance paved 
the way for an im- 
mediate sale as well 
as future business. 


How We Sell Him Something More 

















SUGGESTING NEW USE FOR BOLTS 
RESULTS IN QUANTITY SALE 
After the cotton cleaning machines being 
made by this company had been on the mar- 
ket for some time, the company began mak- 
ing tests of better methods for fastening the 
parts of the outer shell together. After 
other methods had been tried and found 
impractical, we demonstrated how much bet- 
ter the job could be done with bolts. As a 
result we sold bolts for every joint. 


served. In the cotton cleaning process, 
the saws separate the foreign matter 
from the material, but there must also 
be an efficient means of carrying this 
matter out of the machine. Here is 
where the fans come in and they have 
to be plenty powerful and_ properly 
shaped and pitched. Again I resorted 
to a special design and the fans we fur- 
nished proved to be the right thing. 

The fact that there are different types 
of machines in operation in this plant, 
necessitated much experimenting to get 
fittings which, although used for the 
same main purpose, had to be of dif- 
ferent shape. This applied to saws in 
particular and another sale was made 
when a long straight saw was required 
for a new machine. This saw had to 
be heavy and very durable but with 
teeth cut and sharpened for fine work. 
| was able to sell a specially designed 
saw which conforms to the specifica- 
tions and gives complete satisfaction. 

I think it does not make much dif- 
ference just how the salesman pur- 
sues his “Sell Him Something More” 
policy, so long as he keeps his eye on 
the main idea, which is never to be 
satisfied with the first sale but to study 
constantly what the customer’s opera- 
tions are and will be, and be a step ahead 
with suggestions on the proper products 
to use in carrying them out. 


SPECIALLY-DESIGNED FANS FILL AN 
UNUSUAL NEED 
The need for 12-inch and 16-inch fans for 
blowing the dirt out of the machines after 
the cleaning of the material created another 
sales opportunity. We furnished a specially 
designed fan which successfully carried away 
all foreign matter regardless of its weight 
or character. 
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Brush Ne 


Published by The Osborn Manufacturing Co. 


CAdvertisement) Copyright 1931 


New Series of Informative Articles 


About Osborn Brushes Starts in 1932 


(At left) 
The best hog bristle in the world is 
imported from Russia and China 
to put quality and service into 
Osborn Paint and Varnish Brushes. 














(At right) 
Both wild and domesticated animals 
furnish the soft hair used in various 
types of OsbornBrushes to be explain- 
ed in future issues of ‘Brush News’’. 





SOFT HAIR 


Now, with the product applications in 
permanent reference form in the New 
Osborn No. 176 Catalog, “BRUSH 
NEWS?” will take its next step and 
explain important facts about bristle, 
soft hair, fibre and wire... the four 
most important materials used in 
the manufacture of Osborn Brushes. 


TARTING with the January 1932 
S issue, “Brush News” will cover the 
wide scope of quality materials that 
come from all over the world to put 
serviceand long lifeintoOsborn Brushes. 


Sixteen months ago, the first issue of 
“BRUSH NEWS?” appeared in the Mill 
Supplies magazine. Since that time, 


the extensive line of Osborn Brushes 
has been classified by groups or types 
and identified with their numerous ap- 
plications to industrial requirements. 


“BRUSH NEWS” will continue to 
be an important part of The Osborn 
Plan of Co-operation with Industrial 
Distributors. 


WIRE 


(At left) 
FromIndia, Africa, China, the Philip- 
pine Islands and many other far dis- 
tant lands come the numerous kinds 
of fibre used in Osborn Brushes. 


(At right) 
The new series of informative artic- 
les will include interesting and 
helpful data about wire especially 
drawn to specifications for use in 
Osborn Brushes. 
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ORGANIZATION 


ORTY YEARS under the 

leadership of Franklin 
G. Smith, President, indi- 
cates the stability and long 
experience of the makers of 
Osborn Brushes. 


Every essential factor to 
help the industrial dis- 
tributor make a success of 
his brush business is con- 
centrated in the complete 
Osborn organization. 


Direc 


“Brush News" 
in 1032 will in- 
clude a nex se- 
ries of interesting 
and informative 
articles about 
Osborn Brushes. 


Each month, re- 
prints of ‘‘Brush 
News" are sent 
to Osborn Dis- 
tributors and 
their salesmen, 


A Salcs_Assts*** 
1 Mail Service 
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Osborn advertis- 
‘ ing to industrial 
users will appear 
regularly in im- 
portant maga- 
zines of business 
and industry. 


Home of Osborn 
Brushes in Cleve- 
land. The Osborn 
Paint Brush Fac- 
tory 1s located in 
New York City. 
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CO-OPERATION 


HE OSBORN PLAN 

combines the facilities 
and experience of manu- 
facturer and distributor on 
a practical basis of co-oper- 
ation which makes possible 
a high standard of brush 
service to the industrial user. 


Progress of Osborn “Brush 
Conscious” Distributors 
has proved the merits of 
The Osborn Plan. 
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The potential market for Osborn 1. Paint and Varnish Brushes. 
Brushes is graphically illustrated 








‘ 4. unter or Bench Dusters 
by this composite drawing. All in- 5. : - sag altro 
strial plants are represente 6. Upright Bass Broom 
aaainieasch tae eee das 7. Floor Brushes 
1@ plant in which the following 8. Fibre Wheel Brushes 
2 9. Window Brushes. 
types of Osborn Brushes are in use: 10. Push Brooms 


He Knows His 
Brush Business 


“Every one of my customers is a pros- 
pect for one or more types of Osborn 
Brushes’, thinks the Brush Conscious 
Salesman of an Osborn Distributor. 


“Backed by The Osborn Plan of Co- 
operation | am ina strong position to as- 
sist my customers in meeting their brush 
needs correctly and economically. 


“And say! That No. 176 Osborn Cata- 

log has certainly simplified the brush 

business for me. It’s my team-mate 
wherever | go!” 


HE OSBORN MANUFACTURING COMPANY 


INCORPORATED 
5401 HAMILTON AVENUE: CLEVELAND, OHIO 


Sales Branches: New York + Detroit + Chicago + San Francisco + Los Angeles 
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What's going on at the 


Merchandising 


Committee’s Headquarters 


A report of a recent visit with 

the executive-manager at the 

Committee headquarters in 
Youngstown 


By A. E. PAXTON 


Editor, Mitt Suppvirs 


ROM the very 
beginning MILL 
SUPPLIES has 


been deeply interested 
in the program of the 
Joint Merchandising 
Committee. It has 
been our privilege to 
be represented on the 
Committee and work 
closely with the whole 
movement. 

We have seen a 
mere idea for improv- 
ing industrial distrib- 
uting conditions grow 
into a nation-wide, co- 
operative movement, largely because a small group of 
men—distributors and manufacturers—members of the 
Committee, had the foresight and courage to fight for 
a principle which they knew would benefit not themselves 
as individuals, but the entire industry of which they 
are a part. 

Handicapped by business conditions, lack of funds and 
the fact that the committee members not only had busi- 
nesses of their own to look after, but also were located 
in widely separated centers, making too frequent meet- 
ings impractical, the Joint Merchandising Committee 
nevertheless has made great strides since its organiza- 
tion in the spring of 1930. It has interested more than 
250 distributors and manufacturers in the movement to 
the point where they have put their money into it. It 
has developed considerable research data concerning in- 
dustrial distribution—data which proves without ques- 
tion the economic importance of the industrial distribu- 
tor. It has organized the thinking of the entire field of 


DECEMBER, 1931 


industrial distribution concerning industry problems and 
their solution. 

The work of the Committee progressed so rapidly the 
early part of this year—particularly since the triple con- 
vention last April—that it was found necessary to put it 
into the hands of a man who could give his entire time 
to the work. 

Cnoosing the man to head up this important work was 
no small job, for the Committee realized that upon him 
would rest the responsibility of properly guiding the 
whole program. Therefore, many candidates for the 
work were carefully considered, but none were believed 
to possess the all- 
around qualifications 
of the man who final- 
ly was drafted to take 
charge —R. M. 
Gattshall. 

For many years, 
Gattshall had worked 
with distributors as a 
representative of The 
Republic Rubber 
Company. He knows 
distributors and un- 
derstands their prob- 
lems. He appreciates 
the manufacturer’s 
position because he 
has been one. He 
comprehends the atti- 
tude of users as re- 
gards the distributor 
because he has dis- 
cussed the situation 
with hundreds of 
them. 

R. M. Gattshall was 
appointed executive- 
manager of the Joint 
Merchandising Committee, effective August 1, 1931. No 
time was wasted in setting up headquarters and getting 
a workable program under way. Since the office was 
opened, Mr. Gattshall has kept Mi_tt Suppties advised 
of progress so that the information could be carried 
month by month to our readers. 

However, the reports of progress that kept coming 
out of Youngstown so aroused our curiosity that we 
decided to take a look for ourselves. So your editor 
dropped in at the central office (Continued on page 92) 


33 


Gattshall’s daily mail is getting 
increasingly heavy—evidence of 
widespread interest in the work. 
Numbered among the letters are 
— from oe seeking 
information, from prospective 
subscribers inquiring as to the 
aims of the Committee and still 
others forwarding their signed 
subscriptions. 
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Editor 





Mobilizing a Fighting Front 


ITH the announcement from the ex- 
\ ecutive offices of The Joint Merchan- 

dising Committee of the appointment 
of W. C. Hunter, president, The Ross 
Willoughby Company, Columbus, Ohio, 
and C. H. Bradley, secretary-treasurer, W. 
J. Holliday and Company, Indianapolis, In- 
diana, as state leaders of the committee 
movement, begins the mobilization of active 
forces in the field for the purpose of securing 
greater cooperation from the industry at 
large. 


This, we understand, is but the first step 
in a program which calls for the drafting of 
leaders in every important industrial center. 
State leaders will in turn appoint sub-lead- 
ers at strategic points, so that within a rea- 
sonably short time an effective organization 
will have been set up. 


This is a wise move, for it will make it 
possible to put the facts concerning the in- 
dustry program into the hands of a large 
number of distributors and manufacturers 
quickly and effectively. 


A statement of the purpose of The Joint 
Merchandising Committee which has ap- 
peared in past issues of Mitt Suppuiss bears 
repeating here. It is: 


“1. To show that the shortest route for 
industrial supplies to the user is through the 
distributor and to emphasize this fact to 
manufacturers, distributors and users. 


“2. To establish, by continued research, 
such errors as may appear in the buying and 
selling policies of each interested factor to 


the end that proper corrections may be 
made. 


3. To disseminate these facts to manu- 
facturers, distributors and users. 


“4.To foster the growth of harmonious 
cooperation between manufacturers and dis- 
tributors, thereby making possible a more 
efficient and economical flow of supplies from 
producer to user.” 


Surely these aims of the Committee are 
worthy of the support of every industrial 
distributor, and every manufacturer who 
sells through him. More than 250 mem- 
bers of the industry are already backing this 
forward-looking campaign and others are 
sure to put their shoulders to the wheel as 
time goes on. 


This new move on the part of the Com- 
mittee, in establishing state leaders to assist 
in keeping old interest alive and stirring up 
new, should hasten the ultimate success of 
this practical business-building program. 


e7wo 


Business-Building Window Displays 
TTRACTIVE window displays have 


long been recognized as attention-get- 

ters. The more unusual and interest- 
ing the window, the more people it will 
attract. Ideas for dressing a window so 
that it will create more than ordinary inter- 
est are often difficult to dig up. 


It is little wonder, therefore, that our 
eastern field editor was particularly taken 
with the out-ofthe-ordinary plan followed 
by the Perth Amboy Hardware Company, 
Perth Amboy, New Jersey, in dressing its 
windows. 


Each week a display of products manu- 
factured in the Raritan Bay District is 
shown. One week it may be hats, as the 
photograph on page 40 shows, another week 
cigars, and so on, the only requirement 
being that products are actually turned out 
by local plants. 


It doesn’t take much imagination to vis 
ualize the benefits of such window displays. 
For one thing the unusualness of seeing some 
product entirely foreign to the industrial 
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supply business acts as a magnet to passers’ 
by. More important still, however, is the 
fact that the manufacturers whose products 
are displayed recognize the value of the free 
publicity and, as a result, are likely to be 
mindful when in need of industrial supplies 
and equipment. 


eso 


Treating Salesmen Like Human 
Beings 


| OW many times have you been 


forced to cool your heels for an hour 

or more in a prospect’s reception 
room? How often have you been told at 
the information desk that Mr. So and So is 
in conference and won't be able to see you? 
How frequently does the “big shot” you are 
seeking to interview come out of his office 
and force you to talk with him over the 
railing? 

Salesmen, on the whole, are probably 
forced to accept more abuse and discour- 
teous treatment than any other class of work- 
ers. It’s so unnecessary too. Every sales 
man, provided he does not make himself ob- 
noxious, is entitled to a fair hearing. When 
a buyer refuses a man that courtesy he is not 
living up to the responsibility of his position. 

The Leighton Supply Company, Fort 
Dodge, Iowa, has developed a system which 
guards against the improper treatment of 
people who call there. Upon arrival at 
Leighton’s a man is handed a_ booklet 
headed, “How do you do? Glad to see 
you. 


If you are a customer, you are invited to 


give your opinion of the company’s service. . 


“Tell us of our shortcomings; tell others if 
you are pleased,” the message reads. 


If you are a salesman, you are informed 
that the company’s policy is to standardize 
and stick to nationally-advertised, established 
lines. Another statement advises that, while 
you may not be sent away with an order, 
you will be treated so courteously that you 
will have a desire to return. Above all you 
will not be kept waiting unnecessarily. 


Representatives of the company’s sources 
of supply are asked to give three days or 


more advance notice of arrival so that stocks 
can be checked and an order ready if possi- 
ble. Factory men wishing to make calls 
with Leighton’s city salesmen are requested 
to furnish at least a week's notice of arrival; 
if calls are to be made with territory men 
two weeks’ notice is asked for. 


Summed up, Leighton Supply makes its 
visitors welcome. Everybody calling there is 
sure of a friendly reception and a square deal. 
The reason for this attitude in the words of 
E. I. Leighton, general manager of the com- 
pany, is as follows: 


“T used to be a traveling man myself when 
I started in the distributing business in 1900. 
I often waited two hours to see a customer, 
only to find then that I had waited for the 
wrong man and would have to cool my heels 
another two hours to see someone else. After 
seeing the proper person, I might be told he 
was not interested in our line. Thus I spent 
half a day to secure that information. 


‘Such experiences led me to resolve that 
if I ever sat on the other side of the desk, I 
would show a little more consideration for 
salesmen than I had been shown.” 


There are many business organizations to- 
day which need to learn how to treat sales- 
men like human beings. In the last analysis 
this merely means giving the other fellow’s 
salesmen the same consideration you would 
like him to give yours. That's not asking 
too much, is it?” 


ewd 


Holiday Greetings 
B Y the time another issue of Muti 


Suppuigs reaches you, 1931 will have 
passed into history. 


A new year always brings hopes and am- 
bitions for better times and greater oppor- 
tunities. Nineteen-thirty-two will be no ex- 
ception. 


To our many friends—distributors, sales- 
men and manufacturers—we send the sea- 
son’s greetings with the sincere hope that the 
coming year will bring joy and happiness, 
including a cure for the business headaches 
which have already stuck with most of us 
too long for comfort. 
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Salesman Sam Clears Up a 


Bad Account 


By WALTER J. HOLMES 


Eastern Field Editor, M1Lt Supp ies 


adding new and strange lines nowadays in order to 

bring back the prosperity of a few years ago. Even 
the manufacturers have the bug, for I just came back 
from the Thompson plant where they have recently 
added cuspidors to their lines after becoming famous 
as makers of tin lunch baskets for the last 20 or 30 
years. “It’s a kindred line,” old man Thompson tells me. 

Then my boss, who has been doing very nicely with a 
line of kiddie cars and cocktail shakers for the holi- 
day trade, tells me that we have just added another line. 

“You took on fertilizer this spring,” I remind him, 
“and you got nothin’ to show for it but a bad smell in 
the basement.” 

“But this is different,” he says. “We been handling 
contractors’ “equipment for a long time and we know 
these birds better than their own wives. Why can’t we 
sell them brick and building materials ?” 

“T dunno, but I could ask these guys why we can’t 
sell it to them,” I offer. 

“You're paid to bring in orders, not objections from 
the trade,” he bawls. “I 
don’t want to know why they 
can’t buy building mate- 
rials.” 

“All right,” I quiets down, 
knowing that you can’t ar- 
gue with the boss when he is 
under the spell of the new 
line. 

Well, he showed me a line 
of building brick that was a 
lulu. No other brick in the 
world like the exclusive 
shades in this line. More- 
over, we are the exclusive 
distributors in this territory. 
Really, I get sort of “hopped 
up” over the idea myself and 
didn’t mind when it took two 
of the boys from the ship- 
ping room to load down my 
flivver with samples. 

Next morning I am on the 
job bright and early, thump- 
ing down the Boulevard with 
a load of bricks that makes 
my springs flatten out and 
has me wondering if the 
cops will have me arrested 
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if NOTICE that a lot of industrial distributors are 


on a charge of running heavy traffic on the boulevard. 

Tony Spingola is my first call and I beam on Tony 
just as warm and kindly as if he didn’t owe the boss a 
bill running into $3,000 for five months. 

I get his order for a few pick handles and what have 
you, and then just casual like I put out one of those 
brick samples and hold it where the sunlight strikes, and 
sort of admire it as though I didn’t know he was around. 

“What’s that?” he wants to know. 

“Huh?” I says, and starts to put the brick in my 
pocket. 

“That brick,” he says. 

“Oh the brick,” I says, looking dumber than usual, 
“that’s a new line the boss took on. Nice goods but 
you don’t want any of it.” 

“Why not?” he snorts. “You know I got some nice 
contracts comin’ up. What’s the idea of not showing 
this line to me?” 

“Well,” I says, sort of hesitant, “you know your ac- 
count is pretty high now and (Continued on page 66) 
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“Oh yes, Mr. Spingola,” I says, languid like, “but there is a little matter of four 
thousand dollars on your account that must be paid before we deliver any more goods.” 
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ALWAYS 
DEPENDABLE 


tae INJECTORS, liquid level 
gages, and lubricating devices 
are universally used throughout 
industry because they have al- 
ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 
es ae DETROIT mise welling 
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Have You Heard That-- 








Up-to-the-minute news from the field 


about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Hunter and Bradley Head State 

Groups‘on Committee Work 

M. Gattshall, executive-man- 
R ager, The Joint Merchan- 
® dising Committee of the 
Mill Supply Business, has just an- 
nounced the appointment of W. C. 
Hunter, president and general mana- 
ger, The Ross-Willoughby Company, 
Columbus, Ohio, and C. H. Bradley, 
secretary-treasurer, W. J. Holliday 
and Company, Indianapolis, Indiana, 
as heads of their respective states in 
securing support from distributors 
for the Committee’s program. 

Both Mr. Hunter and Mr. Bradley 
have already begun to line up sub- 
leaders in important centers through- 
out their states and a well-knit organ- 
ization will soon be in operation. 

This is but the first step in the 
plans of R. M. Gattshall for securing 
state and local group cooperation in 
connection with the work of the Mer- 
chandising Committee. Other state 
leaders will be appointed just as 
quickly as possible. 

This new set-up being put into 
operation, will make for a concentra- 
tion of effort and even greater prog- 
ress than has been made in the past 
toward securing further backing from 
the field is expected as a result. 

as 


Queen City Has New Depart- 

ment, New Lines 

The Queen City Supply Com- 
pany, Cincinnati, has assumed the ex- 
clusive distribution, in its territory, 
of the Quigley line of high-temper- 
ature cement and detergent. 

Another new line with this com- 
pany is Rego welding apparatus, for 
which a separate department has been 
created, in charge of Robert Michaels. 
The sales activities include welding 
classes in various industrial organiza- 
tions and the furnishing of apparatus 
to the public schools. Classes have 
also been formed at the Ohio Me- 
chanical Institute. 





W. C. Hunter, who has just been appointed 

to head the Ohio group of distributors in 

connection with The Joint Merchandising 
Committee program. 





S. R. Tucker Succeeds Clary in 
James McGraw 

Stanley R. Tucker has been elected 
to succeed S. S. Clary as president of 
James McGraw, Incorporated, Rich- 
mond, Virginia. Mr. Clary has given 
up his connection with the company. 

. es 2 
Fletcher Again with Haverstick 
and Company 

Robert R. Fletcher, who was for- 
merly with Haverstick and Company, 
Rochester, New York, for 12 years, 
and more lately with Barr and Creel- 
man, is now again with Haverstick. 
He is covering the east side of the 
Rochester territory for the company. 

* * 7 

Indianapolis Belting and Supply to 

Warehouse Skinner Products 

M. B. Skinner Company, South 
Bend, Indiana, has arranged for the 
Indianapolis Belting and Supply 
Company, Indianapolis, to warehouse 
its products. This stock will be drawn 
on by Indiana distributors which will 
result in speeding up delivery, and 
decreasing transportation charges. 


Supply Houses Merge 
, NHE Philadelphia branch of the 
Standard Supply and Equip- 
ment Company and the J. B. 
Shannon Hardware Company have 
combined as of October 12 to form 
the Standard-Shannon Supply Co. 
The officers are as follows: George 
A. Kerbaugh, president; Vance C. 
Boyd, vice-president; Albert W. 
Becker, vice-president; Robert Gib- 
son, secretary; H. M. Lowry, treas- 
urer; and A. Penrose Robinson, 


assistant secretary and treasurer. 
* * x 


Hibbard, Spencer, Bartlett Uses 
Merchandising Chart 

Hibbard, Spencer, Bartlett and 
Company, Chicago, is making very 
effective use of one of the charts is- 
sued by the Joint Merchandising 
Committee of the Mill Supply Busi- 
ness. The chart, entitled, “The Short- 
est Route for Industrial Supplies,” 
shows graphically why “factory-to- 
user” is the long route and “factory- 
to-distributor-to-user” is the shortest. 

The chart appears on the reverse 
side of all this firm’s letter paper and 


quotation blanks. 
$+ * 


Perth Amboy Boosts Community 
Products 

The Perth Amboy Hardware Com- 
pany, Perth Amboy, New Jersey, is 
working out a useful project for ac- 
quainting the people of the Perth 
Amboy district with the products 
made in that territory. The firm has 
donated window display space to 
manufacturers in its district, and for 
a period of about a year the people of 
Perth Amboy will have a chance to 
see displayed there everything made 
in the district, from cigars to break- 
fast foods. 

The manufacturers, of course, fur- 
nish the display material and explain 
the points which will bring inquiries 
from those seeing the exhibit. 

According to R. D. Howell, secre- 
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SIMONDS| 


CRESCENT GROUND 


CROSS-CUT SAWS 




















As every distributor knows there are different styles 
and sizes of SSMONDS one-man and two-man cross- 
cut saws to suit timber conditions in all parts of the 
country. Get the sales and profits you are entitled to 
by carrying a working stock of these saws. 





Send your orders to 


SIMONDS SAW AND STEEL COMPANY 


“The Saw Makers”’ 
ESTABLISHED 1832 —FITCHBURG, MASS. 


Chicago, III. New York City Portland, Ore. Los Angeles, Calif. 
Boston, Mass. New Orleans, La. San Francisco, Calif. Seattle, Wash. 
London, England 
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tary of the company, it has been 
found that there is a strong interest- 
getting pull in a display in a mill 
supply distributor’s window of some 
product not generally seen there. 

A display of cigars in a cigar store 
causes no particular comment. But if 
the same display is put in the window 
of a mill supply distributor a thou- 
sand people will stop to look and 
make inquiry. 

In making these exhibits this com- 
pany feels that it is offering a double 
service to the people in its commu- 
nity. It is.aiding the manufacturer 
by acquainting the public with his 
goods and it is also educating the 
public through increasing their fund 
of knowledge of the community in 
which they live. 


Working from this last point of 
view the superintendent of schools 
was called on and word of this new 
local product display plan was spread 
to all the teachers. Now the school 
children take an active interest in the 
Perth Amboy Hardware Company’s 
windows and will get trade names set 
in their minds that they will remem- 
ber fur years as being something 
made by home folks. 

Again, by boosting community- 
made products the company gains the 
goodwill of the plants represented 
and will share in the prosperity that 
will come to them from increased 
business. 

Newspaper cooperation has been 
given so this company is assured of 
editorial space concerning the new 








Hats in a mill supply window! Industrial displays each week in windows of the Perth 
Amboy Hardware Company, Perth Amboy, New Jersey, show goods ranging from 
clothing to terra cotta, the only requirement being that they be made in this section. 
This typical window shows felt hats in every process of manufacture—from rabbit fur to 


the finished product. 


The work of a hat bleachery that does work for hat manufacturers 


is also shown, together with raw material for straw hats. 


exhibit which is put in each week. A 
photograph of each exhibit will be 
published when furnished by the 
distributor. 

The products shown are not always 
ones sold directly to the public. For 
example, there is one section of the 
hat display that showed the work of 
a bleachery catering only to straw hat 
manufacturers. 

Later there is to be a showing of 
devices used in subway cars that are 
not sold to the public, but these dis- 
plays only render the exhibit more 
interesting and remove the suggestion 
of commercialism. 

. There are no restrictions save that 
the goods must be manufactured in 
the Raritan Bay district. Whether 
the manufacturer has ever made pur- 
chases from the distributor is not 
considered. The exhibits are one 
means of obtaining closer relation- 
ship with firms that have never been 
sold by this company. 


* * * 


Frank H. Willard Heads Asso- 
ciated Industries of Massachusetts 

Frank H. Willard, president of 
Graton and Knight Company, Wor- 
cester, Massachusetts, was made 
president of the Associated Indus- 
tries of Massachusetts at a meeting 
held in Boston, recently. 

He succeeds Col. B. A. Franklin, 
vice-president of the Strathmore 
Paper Company of West Spring- 
field, who has served as president of 
the Association for the past two 
years. 

Mr. Willard is a pioneer Massa- 
chusetts manufacturer, having been 
with Graton and Knight for 48 
years. In 1883 at the age of 17, he 
began work as an errand boy in the 
company’s belt shop. .Through a 
series of promotions he became plant 
superintendent in 1901. In 1917 he 
was made vice-president and general 
manager and when the organization 
became the Graton and Knight Com- 
pany in 1926 he was advanced to the 
presidency. 

Mr. Willard was president of the 
American Leather Belting Associa- 
tion from the date of its organiza- 
tion, January 1, 1928, through 1929. 
He is president of the Power Trans- 
mission Association and of the 
Manufacturers’ Research Associa- 
tion. He is treasurer of the Worces- 
ter Y. M. C. A.; has served during 
the past year on various unemploy- 
ment relief committees, and on a 
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“You know what 
A.S. T.M. requirements 


are, Haynes...” 








66 HE Class A Purity Specifica- 
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tions of the American Society 
for Testing Materials are plenty 
exacting ... yet the high quality 
virgin tin and lead of Kester Solder 
even exceed those requirements. 
Kester is a trouble-ender 1n both 
both maintenance and production 
work. You ought to put it in your 











plant!” 


Kester is safe... simple... certain... the 
original cored solder, and the one that 
ends soldering difficulties instantly. The 
scientific fluxes are self-contained. Work- 
ers need only apply heat. Whether used in 
the maintenance of equipment, or in pro- 
duction work ... Kester saves time, labor, 
materials, money. Higher standards of 
quality, too! Use Kester! Write our Indus- 
trial Development Department for help 
on any solder problem! 


Money for Mill Supply Houses: The plants 
you are selling want Kester. .... for their 
Production and Maintenance Depart- 
ments both. It’s a top-quality product, 
made known and demanded by extensive, 
knock-out national ads. You can make 
money on this! 


Kester Solder Company, Incorporated 1899 


Main Office & Plant, 4215 Wrightwood Ave., 
Chicago, Illinois 
Eastern Plant, Newark, N. J. 
Canada—Kester Solder Co. of Canada, Ltd., 
Brantford, Ont. 





Here’s the Complete Kester Line 


Kester Acid-Core Solder—for general use. 1, 5 or 20 
Ib. spools. 

Kester Rosin-Core Solder—used principally for elec- 
trical and radio work. 1, 5 or 20 Ib. spools, and 5 Ib. 
boxes of 18-in. sticks. 

Also Kester Paste-Core Solder, Body Solder, Bar Solder 
and Solid-Wire Solder for industrial uses. 





Aecid-Core - Paste-Core +» Rosin-Core 





FREE SAMPLE... .. Write for it NOW! 
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committee investigating proposed 
railroad rate increases, and is a direc- 
tor and member of the executive 
committee of the National Associa- 
tion of Manufacturers. 


Since 1924 Mr. Willard has been 
a member of the Executive Commit- 
tee of the Associated Industries of 
Massachusetts. 


*x* * * 


Industrial Supplies Exclusive Rep- 
resentatives for Powell 

According to an announcement 
made by R: D. Van Dyke, Jr., presi- 
dent, Industrial Supplies, Incorpo- 
rated, Memphis, Tennessee, this com- 
pany has been appointed by the 
William Powell Company, Cincin- 
nati, as its exclusive representative in 
Memphis and adjacent territory. The 
Powell line is well known and is used 
extensively throughout the country 
in oil mills and industrial plants. 

A complete line of Powell valves, 
especially the “White Star” valves 
and engine room specialties, will be 
carried in stock by the Industrial 
Supplies company for immediate 


shipment. 
* * * 


Arkansas Mill Supply Takes on 
SKF Line 

The Arkansas Mill Supply Com- 

pany, Pine Bluff, Arkansas, has taken 

on the line of products sold by SKF 

Industries, Incorporated, New York. 





At the Chattanooga Belting and Supply Company, Chattanooga. In the front row are: 
R. W. Bailey; Miss Ruth Anderson; and Mrs. G. A. Anderson, manager; in the back: 
S. N. — Joe Pearce, Lloyd Rogers, R. A. Borin, and E. W. Doss 





Rish Heads Bluefield Supply 
Company 

L. M. Rish has been elected presi- 
dent of the Bluefield Supply Com- 
pany, Bluefield, West Virginia. All 
other officers remain the same. W. L. 
Thornton is vice-president and treas- 
urer; C. E. Taylor is secretary; and 
S. G. Rogers, sales manager. This 
company has recently remodeled its 
offices, shipping rooms and receiving 
rooms. 








All set for their regular Saturday meeting, the sales force of Beals, McCarthy and 


Rogers, Buffalo, New York, assembled out in front for this picture. 


In the front, from 


left to right, are: G. F. Evans, general sales manager; J. F. Rogers, H. B. Steele, C. E. 

Billings, W. C. McKenzie, R. R. Comstock, R. G. Blendinger and A. F. Webber, Jr. 

In the back row, in the same order, are: E. P. Geary, A. H. Stokes, C. L. Kurz, R. E. 

Mills, F. X. Bennett, J. C. Schelle, A. P. a R. W. Welch, W. E. Fosdick, 
N. J. Kollmar, and E. F. McCarthy. 


Klinger-Dills Made Distributor 
for Goodyear 
The Klinger-Dills Company, Day- 
ton, Ohio, has just been appointed 
to handle Goodyear mechanical rub- 
ber goods. 
e+ = s 


Frank D. Wilson Leaves Casa- 
nave Supply 

Frank D. Wilson, formerly vice- 
president and general manager of the 
Casanave Supply Company, Philadel- 
phia, has given up that position. He 
is planning to represent a limited 
number of manufacturers in the Phil- 
adelphia territory as a manufactur- 
er’s agent contacting mill supply dis- 
tributors. 

ok * * 


E. E. Brunzel Seeks New 
Connection 

E. E. Brunzel, for nine years in 
charge of the sales organization of 
the Barr & Creelman Company, 
Rochester, New York, has severed 
his connection with this company 
and is available for a new position. 
Mr. Brunzel started the mill supply 
department of Barr & Creelman in 
1922, having full charge of the buy- 
ing and selling end of the work. He 
is familiar with pricing and all de- 
tails and would be willing to con- 
sider any reasonable proposition in 
any part of the country. 

Previous to his association with 
Barr & Creelman, Mr. Brunzel was 
with Haverstick & Company, also of 
Rochester. 
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Flexibility and No Inelastic Stretch give Condor V-Belts 


¥ ed 
. 


29.4" 0 958.2" MORELIFE 


It is a fascinating story—these comparisons 
of V-belts to determine their “‘life span.” 







For years, Manhattan engineers have been gathering 
and tabulating V-belt data. It was Condor against the 
“field.” In a current instance, a 8” x %” Condor V-Belt 
was still running smoothly after a 1698-hour accelerated 
test with 160-pound tension at 2000 R. P. M., while all 
competitors’ V-belts had passed their points of 
usefulness. (Best competitor's V-belt failed 
at 1300 hours.) 


Nothing is the parent of enthusiasm quite so much 
as a good product. 
Above : Condor 


V-Belt 150 H.P. 
Beater Drive. 


The Condor V-Belt is one of the many conservo- 
tively developed and perfected items sold to 
Industry by Condor jobbers. 


matin The entire Condor line is a group of specially- 
engineered products individually suited and neces- 
sary in a wide range of distinct mechanical 
operations. Manhattan's jobber policy for the 
Condor-line—assisted by the Manhattan Field 


Specialist — successfully operates on modest capi- 


Frame Drive. 


tal, with low-selling expense and a high percent- 
age of re-orders. 
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Write for details of the Condor Franchise. 


Other Products 





Transmission Belt Steam Hose 
Conveyor Belt Fire Hose 
Elevator Belt Oilless Bearings 
Acid Hose Mill Sundries ee 
Air Hose Contractors’ Hose The Manhattan Rubber Ms. Division 
Water Hose Industrial Packings of RAYBESTOS-MANHATITAN, Inc. 
Oil Hose Creamery Hose , : : 
Industrial Brake Blocks and Lining Executive Offices and Factories 
Rubber Matting and Moulded Goods Passaic, New Jersey 
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Need a “PINCH HITTER” 
FOR IMMEDIATE SALES? 


MILWAUKEE 


Its consistent perform- 
ance in this trying period 
will make it one of your 





“"MONO-BILT” - é 

Wire wheel brush leading regulars in the 

interchangeable centers better days shat are on 
the way. 


py ewaunce Industrial 
Brushes are selling to- 
day where many another item 


in our distributors’ stocks is fail- 
ing to move appreciably. 





“CO-BILT" 
Tampico Wheel Brush 
with centers 


Our sales records show defi- 
nitely that when the distributor 
and his salesmen analyze their 
markets and put intelligent and 
consistent effort behind MIL- 
WAUKEE Products, they enjoy 
good volume and real profits. 

\ And that goes for today as well 
Gaming Afcan Bas alee,“ 








Industrial plants everywhere 
need brushes. You can sell 
them if you are prepared to 
furnish the right brush for each 





Curved Back-Solid Block industrial application—which 
Round Steel Wire Hand Brush you can do with the MILWAU- 
KEE line. 


Above: A few numbers 
in a great and varied line 
of brushes and brooms— 
Bristle, Wire and Fibre 


Write today for information 
on our products and your im- 


mediate sales and profit oppor- 
Hand and Power Operated tunities with them. 


SPECIAL BRUSHES 
MADE TO ORDER 


QUALITY 
REMEMBER-- MILWAUKEF MEANS BRUSH EXCELLENCE 
Fennt BRUSHE “ane 


THE MILWAUKEE BRUSH MANUFACTURING Co. 


764 -790 30TH STREET 








MILWAUKEE 
ww LS] 
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Charles Bird 


Charles Bird Returns to 
Doermann-Roehrer 

After seven years’ absence Charles 
Bird has returned to The Doermann- 
Roehrer Company, Cincinnati, to as- 
sume the duties of treasurer and gen- 
eral manager. Mr. Bird has been in 
the distributing field for the past 11 
years. Part of this time was spent 
with Laib Company in Louisville as 
general manager of sales and as 
branch manager at Cincinnati. More 
recently he has been with the Amer- 
ican Radiator Company as sales pro- 
motion manager of the Cincinnati 
branch. 

According to an announcement by 
A. F, Tieman, purchasing agent of 
Doermann-Roehrer, at the present 
time many new plans are under way 
for developing better methods of 
distribution which indicate a greater 
expansion for The Doermann-Roeh- 
rer Company in the near future. 

x * x 
Mill and Mine Supply Adds 
New Line 

Robert Gillespie, president of the 
Mill and Mine Supply Company with 
head office in Seattle, was in the 
Portland office the last of October 
and was optimistic over the outlook 
for the immediate future. One of the 
things this company has done re- 
cently is to take on a line which is 
quite foreign to anything that has 
been handled heretofore, but which, 
from all indications, will fit in very 
nicely with its sales activities in other 
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NICHOLSON : 
FILES BLACK DIAMOND 


FILES 








If results are what count 


count the results 








When you sell Nicholson or 
Black Diamond Files you can 
count the resultsin terms of profit- 
ablesales and increased good will. 


—<— TT me 


You can sell more files with less 
effort when you carry the Nich- 
olson or Black Diamond Brand. 


KEEN » DURABLE » ECONOMICAL ¢ EFFECTIVE 


NICHOLSON FILE COMPANY 


Providence, R.1.,U. S.A. 


‘ : cyOLs, a Perey ; 
| Ht if > Se % >> 
: i soe ann "hadgrare 


Providence Factory Philadelphia Factory 
NICHOLSON FILE CO. G. & H. BARNETT CO. 
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A FILE FOR EVERY PURPOSE 
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ARMSTR 
LINES 





» » » for 
continued 
profits 





ARMSTRONG Lines are profitable lines to sell. They are 
internationally known, are complete, are consistently and 
widely advertised, have qualities that give complete satisfac- 
tion and build repeat business. 


The Armstrong Bros. Tool Co. stands back of its dealers. 
Every ARMSTRONG product is fully guaranteed, not only 
as to material and workmanship but to stand up and give long 
service and complete satisfaction. ARMSTRONG Dealers 


ARMSTRONG are protected (prices and profits). Deal- 
TOOL HOLDERS . : : i 
Over 100 sizes and shapes, ers helps, direct-by-mail materials, stock 
10 a a < . 
tion "an “mains” pies, and display boards, catalogs and counter 
slotters and shapers. e f 1 f ° h d 
ieces are freely furnished. 
ARMSTRONG P y 
WRENCHES 

Drop forged carbon and 


Drop forged carbon and ARMSTRONG TOOL HOLDERS and 


36 types, all sizes, im- 
proved designs, ARMSTRONG TOOLS have been sold 
ARMSTRONG 
Canny Gee coo for over 40 years—they are here to stay. 
CLAMPS ° . 
Drop Forged with alloy They are becoming the standard equip- 
steel screws. All practi- e ° ° ° 
cal sizes and shapes. Qual- ment in a steadily increasing number of 
y ools, 


ARMSTRONG shops. Today tools bearing the Arm- 
RATCHET DRILLS 


All Steel! ‘The most com. @Nd-Hammer Trade Mark can be found 
plete line made. 


in over 96% of the machine shops and 
ARMSTRONG BROS. toot rooms 


Better Pipe Tools 


Each an improved tool 
designed after careful tests 
of other types and makes. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. FRANCISCO AV., CHICAGO, U. S. A. 










directions. This is the line of flour 
and feed milling machinery made by 
Sprout, Waldron and Company. 
While the flour milling industry in 
the Pacific Northwest is by no means 
on the “up” in many parts, this is a 


| great dairy and stock country and 


there are literally hundreds of feed 
milling establishments, some of them 
quite large, that are doing a flourish- 
ing business. Not only are these 
establishments prospects for milling 
machinery, but also considerable users 
of certain classes of mill supplies. 
Mill and Mine has all these places 
listed up and routed for their sales- 
men and is going to make a deter- 
mined effort to get a large percentage 
of their business. In these days, 
when salesmen travel entirely by 
automobile, it is not hard and does 
not take much extra time to “make” 
practically all these mills as they 
make the rounds through these states. 
One change that has recently been 
made in the Portland office is that 
Ray H. Anderson, who joined the 
staff a few months ago to help Mil- 
lard Smith, assistant manager, has 
been transferred to the Seattle office. 
Until times get more brisk, Millard 
will struggle along without a helper. 
But he is a hound for work, espe- 


| cially now, as Mr. Davis, the local 
| manager, has been ill with the flu. 





The latter was expected back on the 
job right after November 1. 








The extent to which the Mill Supplies’ 

field editors will go in search of news. 

Coit A. (Duke) Smith as he appeared on 

| a recent trip in Arkansas. He has just 

loaded up at a filling station and mounted 

his trusty burro making ready for a hard 
day’s work. 
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SAFETY MARGIN 


- that costs 
NOTHING, 




















QUARE “GEE” truss construc- 
S tion puts added strength into 
fittings; provides a safety margin 
that protects against emergency 
strains and loads. Supply 
Square “Gees” on every order 


and your customers get this 

















TRUS-FITTING 


added factor of safety at no 
added cost; get all the uniform 


dependability assured by 
Grabler’s advanced manufactur- (The SQUARE “GEE” Line > 


ing methods and triple inspection STANDARD AND EXTRA HEAVY MALLEABLE FITTINGS .. . 


; ; STANDARD AND GROUND JOINT UNIONS... RAIL 
of every fitting. Selling Square FITTINGS .. . STANDARD CAST IRON STEAM FITTINGS 
“Gee” fittings at and unions too ..- STANDARD AND PATENTED CAST IRON DRAINAGE 

FITTINGS . .. STANDARD AND EXTRA HEAVY BRASS 
... iS @ sure way to solve your FITTINGS . .. BRASS UNIONS .. . STEEL AND BRASS 


ss ila NIPPLES ... HANGERS ... FLOOR AND CEILING PLATES 
customers’ fitting problem. —— 


Se THE GRABLER MANUFACTURING COMPANY 
6565 Broadway - Cleveland, Ohio 
WAREHOUSES: NEW YORK - CHICAGO - LOS ANGELES - SAN FRANCISCO 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE “GEE” 
Pipe Fittings 


DRAINAGE, BRASS 








MALLEAGLE, CAST IRON 
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Season's Greetings 


from 


Mill Supplies 


W: extend our heartiest greetings to industrial distributors, their 
salesmen, and to manufacturers, and wish them a Very Merry Christ- 


mas. 


| N the same spirit we extend our sincere wishes for a Happy and Pros- 


perous New Year. 


Tu year 1931 has been trying in many respects, but a new year is 
ahead—one that we are sure will contain many bright spots for the 


thinking industrial distributor and manufacturer. 


Mu SUPPLIES will continue to serve the field of industrial distri- 
bution in 1932 as it has during the last twenty-two years. Its efforts 
will be centered around an editorial program featuring "Unified Econ- 


omy and Coordinated Selling in Industry." 


W: thank our readers, contributors and advertisers for past co- 


operation and earnestly solicit a continuance thereof during 1932. 


Lf torr 


GENERAL MANAGER 
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Phese detailed sales charts helped 
Mill Supply Distributors direct their 


efforts for greater profite during 1931 
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a NEW plan for BIGGER PROFITS 
in 19332 


URING 


gressive 


1931 we have conducted an ag- 
behalf of Mill 


Supply Distributors. Our magazine advertise- 


campaign on 
ments and correspondence have given you 
more detailed information on the distributors’ 
market for Belting, Hose and Packing than 
you have ever received before. 

This, we believe, was a practical way to show 
our concern for the welfare of distributors and 
our determination to cooperate with them at 
a time when the distributors’ right to a place 
in the country’s program for the distribution 
of industrial products was being seriously ques- 


tioned. 


Tying in, as it did, with the marketing in- 
formation prepared by the United States De- 
partment of Commerce, and with the market- 


ing plans advocated by this publication, it has 


proved of definite value to all who have made 
use of it. So much so that during 1931 a num- 
ber of Diamond Distributors, in spite of the 
adverse business conditions, have made very 
attractive increases in their sales and profits 
on Diamond Mechanical Rubber Goods. 
e * o 

For 1932, Diamond has a NEW and BETTER 
PLAN—a_ plan that will work continuously 


and intensively for Diamond Distributors. 


If you would like to improve the results of 
your efforts in this line during 1931, or if you 
wish to add another profitemaker to the lines 
vou are already handling, write us, and let us 
-ubmit an outline of our 1932) proposition. 
THE DIAMOND RUBBER COMPANY, INC., 
Akron, Ohio. 





Why DIAMOND belting, 


hose and packing are money- 


makers for the distributor... |“ , 


Ne teen, 


FIRST. because of their quality. 
These products are the outcome 
* Dic 
° . ‘ P 
Ressed © Prittenss Hose » of twenty-nine years experience 


ertul, 
al md unreal 
once. Heevily ve sled in per 


ternal wire weer "ocd we 6 ff in this line of manufacture, and 
? 
they are backed by an ironclad 


guarantee. 


SECOND. -cause > Diamond 
SECOND. because the Diamo Protect 


Distributor is absolutely protected YOUR Property 





| et PPLY COMPANY 
TURNER SM annate 


renee 20 
sone OMLE, ALS 


against competition from his 


source of supply. 


THIRD. because we regard our- 
selves as copartners with our Dis- | 
tributors, and are always seeking A 


Viamony 
ppaost 


through our advertising and sales 


q Ty i Kk i promotion efforts to procure busi- 
a 


ness for them. 


FOURTH. because we make avail- 
= able to our’ Distributors sales 
' 


TEST op a” P 
Teen helps. sales information, and the 


%0 cooperation of men long trained 
in the manufacture and sale of 


Mechanical Rubber Goods. 


FIFTH. because our plans for 
1932 inelude the closest cooper- 
ation with our Distributors’ sales- 
men. These plans will be unfolded 


during the coming months. 


To take full advantage of Diamond 


a Sa m NOW, se The sales helps illustrated here— book- 
that your name may be on the list lets, stuffers. blotters, letterheads. leaf- 
from January on, right through nae sercnnny eae ty Se 

- aah ’ eS Supply Distributors this past year. 
the year. More will be available for 1932, 


THE DIAMOND RUBBER COMPANY. Ine. 


Akron. Ohio 


Akron - Atlanta + Kansas City +: Dallas + Chicago Los Angeles 


New York . Philadelphia ; Boston . Seattle San Francisco 
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Group from the W. L. Blake and Com- 

pany, Portland, Maine; Carl Anderson, J. 

Warren Chase; C. K. Passmore, sales 

resentative, Walworth Company; L. O. 

Boden; C. V. Freese; George Bickford, and 
George M. Stone. 





Memphis Distributor Has Good 
Stunt 

R. D. Van Dyke, general manager 
of Industrial Supplies, Incorporated, 
Memphis, Tennessee, isn’t going to 
lose any business because plant buy- 
ers can’t remember which manufac- 
turers’ products his house distrib- 
utes. He has inaugurated a system 
which will enable plant buyers to 
know immediately where they can 
get what they want without rummag- 
ing around and making a dozen in- 
quiries by telephone. 

The condition the distributor faces 
is this. His salesmen go around the 
plants and sell them on the merits 
of their lines for the customers’ 
purposes. Later on the factory buyer 
is confronted with a_ requisition 
which he knows can be properly 
filled with a certain manufacturer’s 





Frank B. Roberts, president of Roberts 
Tool and Supply Company, Syracuse, 
New York. 





ATKINS 
SILVER STEEL 


“Blue-End” 
Hack Saw Blades 


—Not a Weak Rung 
in the Ladder of 


OPPORTUNITY 


EARCH for a flaw in the 

ATKINS Hacksaw Blade struc- 

ture. You will not find it. The 

performance of ATKINS 
Hack Saw Blades has established a 
brilliant reputation for efficiency 
and economy. This reputation has 
spread. It makes your sales task 
easier. Write to us today and ask 
for complete information on the 
ATKINS line. Let us point out the 
sales possibilities that exist for you 
with ATKINS products. Let us 
show you how you can make Silver 
Steel Blades one of your best profit 
makers. 


E. C. ATKINS 
and COMPANY 


Home Office and Factory 
INDIANAPOLIS, IND. 
Established 1857 


Machine Knife Factory 
LANCASTER, N. Y. 


Branches: 
Atlanta, Ga. 


Chicago, Ill. 
Memphis, Tenn. 
New Orleans, La. 
Klamath Falls, Ore. 
Paris, France 
In Canada 
Shurly-Dietrich-Atkins Co., Ltd. 
Galt, Ontario 


New York, N.Y. 
Portland, Ore. 

San Francisco, Cal. 
Seattle, Wash, 





Distributor 
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Profits 


Distributor 
OTA OT 4 KOPN 


Sales 


Market 


Se E ae 
Determination 


Expanding 


Demand 


Widespread 


Recognition ; 


Definite 


Economies 


A No. | 


Performance 


Expert 


BH: Se RSE 
9 Workmanship 


Finest 


; Materials 


Careful 
Design 








52 MILL SUPPLIES 





Many uses-many sales 






Now you can show your 
customers how to keep 
down costs*on all their 
many small and odd saw- 
ing jobs by using the ma- 
chine just built for such 
work, the 


FOLEY 


#lectraKeen 
Jig Saw 


It cuts up to 2-inch hardwood and all soft 
metals. Makes all cuts—rip or cross-cut, 
angular, circular or scroll. No back drag 
—saw draws away on up-stroke. Special 
Counter-Balancer reduces vibration. 10- 
inch tilting table, one-piece frame. Porta- 
ble, clamps to any bench. 


Only $35, including 4% H.P. motor and 4 
blades, (3 for wood, 1 for metal). Ad- 
justable guide and quadrant, as shown, $5 
extra. 

Our 30-day free trial offer is getting re- 
sults. Write for full information and dis- 
tributors’ discounts, 


FOLEY MANUFACTURING CO. 
46 Main St. N. E., Minneapolis, Minn. 




















Build Repeat Business 
with 
VINCENT 
Grinding 
Wheel 


Dressers 





b hee can always depend on repeat business and 
satisfied customers when you sell Vincent- 
Huntington Grinding Wheel Dressers and Cutters. 
They are standard with large and small users. 


The Vincent process of scientific heat treating 
develops in the Cutters long life and efficient serv- 
ice. That accounts for economy in use which is an 
important factor with your customers. 


The Vincent Steel Process Company 
2434 Bellevue Avenue 


Detroit, Mich. 
 chc0 0rmce | mv YoRK orrion 
27 So. Jeff St. 


41 Murray St. —— 





Write for our Catalog 

















material. But he cannot remember 
which salesmen told him he could 
furnish it. He looks in the tele- 
phone book to see if that manufac- 
turer has a branch or a representa- 
tive. In most cases he has seen the 
list of branches and knows there is 
one named for his city, but the man- 
ufacturer’s name is not in the tele- 
phone book. He writes the factory 
and is told that the “branch” is “our 
distributor, so and so.” 


To meet this situation, Mr. Van 
Dyke wrote to his manufacturers, re- 
questing their cooperation to the 
tune of 50 cents a month, for which 
their names would be listed in the 
Classified section “i the Memphis 
telephone book wich the call num- 
ber of Industrial Supplies. Thus, 
when the buyer looks, he finds the 
manufacturer’s name, calls up and 
gets the distributor who actually has 
the stuff in stock. 


Naturally, the factory executives 
realized that $6.00 per year is a 
mere bagatelle compared to the bene- 
fit derived, and the acceptance was 
100 per cent. 


* * * 


John Devlin Is Dead 


John Devlin, formerly engineering 
assistant to the president of Manning 
Maxwell and Moore, Incorporated, 
New York, died at his home in 
Larchmont, New York, after an ill- 
ness of several months. 

Mr. Devlin is survived by his 
widow, a son and a daughter. During 
the World War he served as major 
in the 360 Engineers Reserve Corps. 








W. J. Schlager, counter salesman for the 

Bittenbender Company, Scranton, Penn- 

sylvania, with three reasons for making 

good on the job. Mrs. Schlager is holding 

Betty Jean while Master George is standing 
in front of his daddy. 
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IN THOUSANDS 


















CLIPPER HOOKS, UNSURPASSED IN 
UALITY, ARE 20% TO 30% LOWER 
= ya THAN sas MAKES. 

e Lacers come in types or every requirement, 
lacing the smallest o = up to the heavier 
and wider ones. T of Clipper Hooks 
and Pins ensures a perfect, lasting joint. 


WHEN 


“Clipper” — cé Widen 
A>, of Clipper superio 








“CLIPPER CLIPPED SECONDS §-T-R-E-T-C-H PRODUCTION MINUTES 
Ww A Oe 
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UND 


Dollar 


“UNBRAKO"’ 
Hellew Set Screw 


“Unbrako” Screws have become such 
favorites everywhere that not to handle 
them is equivalent to throwing away a 
great many profitable sales. 


And our many salesmen continually 
working with and for Dealers to increase 
their sales, demonstrate that we practice 


what we preach—Co-operation. Secket Head Cap Screw 





We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 











STANDARD PRESSED STEEL CO. 


BRANCHES 
BOSTON 
CHICAGO 
DETROIT 








BRANCHES 


JENKINTOWN, PENNA. NEW YORK 


FRANCISCO 
. 1 
BOX 519 wimps 




















W. A. Banister Dies 


W. Albert Banister, for many 
years head of Banister and Pollard, 
Newark, New Jersey, died November 
5, aged 51. He had been active in 
the affairs of the Newark Rotary 
Club, and in civic and athletic clubs. 
He is survived by his widow and 
two sons. 

* * * 


Hibbard, Spencer, Bartlett on 
Full Saturday Schedule 


Announcement has been made by 
Hibbard, Spencer, Bartlett and Com- 
pany that it is again working full 
force on Saturdays, so that Friday 
night orders received Saturday morn- 
ing will have immediate attention. 

a 2 


Neill LaVielle Supply Represents 
Foote Brothers 
The Neill LaVielle Supply Com- 
pany, Louisville, Kentucky, has been 
appointed local representative for 
Foote Brothers’ line of IXL gears 
and speed reducers. 








E. E. Hollister is now general manager 
of the Inland Iron Company, Fresno, Cali- 
fornia. He has been with this company 
for about four years. The first two years 
he acted as salesman, covering southern 
California, under the leadership of the late 
Ray Hall, president. When Mr. Hall died 
about two years ago, Hollister took over 
the reins of active managership. He 
knows the business from the ground up 
and considering present business condi- 
tions the company is doing well. 








— ee TT 





XUM 


DECEMBER, 1931 


MILL SUPPLIES 


55 











Your Customers Buy Pumps 


...NOW WITH LIMITED 
STOCKS THIS BUSINESS CAN 
BE YOURS 


Goulds have designed especially for the supply trade, 
a line of pumps which have a wide variety of applica- 
tions. This makes it possible for you to fill almost any 
demand for a pump while carrying a very small stock. 

The leader of the line, Goulds V-belt drive Pyramid 
Pump has been called “the pump of many uses.” The 
2” x 2” size has a capacity range from 6% to 13 gal- 
lons per minute and takes care of heads up to 231 feet. 
To change from one capacity to another, all you need 
to do is to change one pulley and mount a different 
motor. This is done in a few minutes and requires no 
machining. 

Supplementing this pump, the Goulds line includes 
a complete range of sizes in centrifugals, rotaries, cellar 
drainers, sump pumps, condensation outfits, diaphragm 
and force pumps, deep well pumps, steam pumps, ete. 
With a minimum assortment in stock, you are prepared 
to be PUMP HEADQUARTERS in your territory. 

Let us help you analyze the pump needs of your ter- 
ritory, and assist in selecting the limited stock you need 
to get this profitable business. May we send you com- 
plete details? 

Notice ...now available ...Goulds-Wagener Steam 


Pumps for all services. 









Famous 
Pyramid Power 
Pump 


Centrifugals 
for all services 





Rotaries 
have many 
applications 


Cellar drainers 
are in good 
demand 


Made by the WORLD’S LARGEST MAKERS OF PUMPS EXCLUSIVELY 


GOULDS PUMPS, wc. 


SENECA FALLS... 


*BOSTON 
*CHICAGO 


*NEW YORK 
CLEVELAND 


*TULSA 


PITTSBURGH 


*PHILADELPHIA CHARLOTTE 


NEW YORK 


HOUSTON 
ATLANTA 
*Branch Warehouse 
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DISTRIBUTORS 




























Immediately 
after the 
first of the 
year you will 
receive your 


copy of the 


1932 EDITION 
of the 
MILL SUPPLIES 
CATALOG 
& DIRECTORY 











Every industrial distrib- 
utor in the United States 
and Canada is entitled to 
You will 
have more need than ever 
for this up-to-date buying 


you are on our mailing list, 
fill out the coupon below 
and send it to us at once. 
one at no cost. 


MILL SUPPLIES 
CATALOG 
& DIRECTORY 








reference in 1932—when 


business activities will be Another service to the field 


provided by MILL SUP- 
PLIES, “The Magazine of 
Industrial Distribution.” 


on the up-grade. 





If there is any doubt at all 


in your mind as to whether 


Mill Supplies Catalog & Directory, 
520 North Michigan Ave., 
Chicago, Ill. 
Dear Sirs: 

Please check up to make sure we are on your list to receive a copy of the 1932 
Edition of the MILL SUPPLIES CATALOG & DIRECTORY, “The Industrial Dis- 
tributor’s Buying Reference.” 




















{n this photo taken at the J. M. Farr and 

Company’s place of business in Providence 

we have from left to right: A. C. Martin, 

J. M. Farr and B. A. Riley. This firm 

specializes in supplies for manufacturing 
jewelers. 





Department of Commerce Issues 
Cost Study 

The Department of Commerce has 
recently completed a cost study of an 
electrical wholesaler’s establishment 
which has been published under the 
title of “Problems of Wholesale Elec- 
trical Goods Distribution.” 

This pamphlet contains a very com- 
plete cost study by items carried, by 
customers, by salesmen, and by terri- 
tories. The method used is fully ex- 
plained and can be used as a guide 
for a similar study in any distribu- 
tor’s establishment. 

Among other things ascertained, a 
number of lines were found to be un- 
profitable, many customers’ accounts 
of little value due to size of orders, 
many territories unprofitable due to 
location and separation of customers 
and some salesmen operating at a 
loss. These things are often sus- 
pected by distributors but this De- 
partment of Commerce Study shows 
a clear method for ascertaining costs 








The Penn General Supply Company, Pitts- 
special sales 


burgh, is a firm that places 

effort on a limited number of lines that 
have good profit possibilities. Here are 
S. L. Bassett, president, on the right; A. L. 
id, purchasing agent, center, and 
M. M. Smith, tool salesman. 
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HICKORY BELTING 





y Whitehead 





— as tough as its name! 


Products 


Belting (Conveyor & Transmission)— 
Steam Hose—Air Hose—Water Hose— 
Suction Hose—Creamery Hose — Fire 
Hose (Underwriters )—Sand Blast Hose. 
Mill Hose—Oil Hose—(Suction & Dis- 
charge) — Tubing — Sheet Packings— 
Washers & Valves—Diaphragms—Dredg- 
ing Sleeves—Moulded Goods. 


Built into Hickory Belting is a toughness, a cohesive 
non-elastic strength of texture that can be likened only 
to choice seasoned hickory wood—hence the name. 
Power losses are low with Hickory. Replacements are 
minimized because the slip is negligible and belt wear 
is consequently reduced. 

Made in a modern plant, with more than half a century 
of experience behind it; and it is sold only for resale. 
Send for prices. 


for*‘Resale Only”? (0}\\ it) Send for Samples 














The Whitehe ad Bros.Rubber Go. 





<p MECHANICAL RUBBER GOODS,SINCE 1875 
Trenton,New Jersey 
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in a distributor’s establishment to the 
penny. 

It can be obtained for 15 cents 
from the United States Department 
of Commerce, Washington, D. C. 

























FAUCET 


* o * 
Needs Help in Revising Catalog 
for Steel Drums and Barrels File 


Carter, Milchman and Frank, In- 
corporated, New York City, is revis- 
ing its catalog file and would appre- 
ciate receiving the latest catalogs with 
prices and discounts on industrial 
supplies and equipment. 


Guaranteed Leakproof for Oil, Gasoline, 
Kerosene, Alcohol, Anti-freeze Solutions 
and many other liquids 


Your customers will readily recognize the value of these distinctive 





* * * 
features: 
1. Metal to metal o—. Cannot Waite Hardware Distributing 
deteriorate. No packing to dry 
— New Catalog 


2. Automatically self-closing. Can- 

not be accidentally left open. 

3. Push lever control. Designed 
so that operating the faucet will 
not tip or tilt the barrel. 

. Easily locked in either open or 
closed position. 

5. Not affected by heat or cold. 

6. %" Iron Pipe Thread with large 

hex. 


The Waite Hardware Company, 
Worcester, Webster and Southbridge, 
Massachusetts, is now distributing its 
new general catalog showing indus- 
trial supplies and hardware. The book 
contains a handy sectional index to 
16 groups of supplies, produced by 
445 manufacturers. Some of the fea- 
ture lines are strikingly presented by 


~ 


_ 





Write for Booklet and Prices 


The Imperial Brass Manu- 
facturing Co. 
511 So. Racine Ave., Chicago, U. S. A. 




















SEAMLESS 


STEEL FITTINGS 
FOR WELDING— 


Standard and Long Radius Elbows 
Full Branch Tees 








“Aye, damn my eyes; his lookouts clapped 
on Paradise.” This is Cap’n D. McIntyre, 
who has sailed the seven seas and been all 


a 














Reducing Tees over the world, not as a pirate but as ship 

Reducing Nipples master, of boats under sail and steam. For 

Bull Plugs the past nine years, Captain McIntyre has 

been salesman and also vice-president of 

Distributed through Jobbers the J. R. Wilson Company of San Fran- 

cisco. This company sells to the ‘marine 

TAYLOR FORGE & PIPE WORKS, CHICAGO — rs ge Sgro din ag ne o a 

Box 485, Chicago 50 Church St., New York Sox the ak ne Ae an 
foodstuffs to the stewards. 
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WHAT OF 1932 ? 


YOU CAN KEEP YOUR OLD CUSTOMERS 
AND BUILD NEW BUSINESS WITH 


DAYTON COG-BELT DRIVES 


These outstanding V-Belt Drives have definite, 
important advantages which are afforded by no 
other drives. The most important of these 
advantages are protected from general com- 
petition by patents .. . a fact which adds to the 
value of the Dayton franchise. 





Again, in proportion to your potential vol- 
ume of sales, your investment in stock is amaz- 
ingly small. 

Dayton Cog-Belts can be sold for use on all 
standard groove pulleys. This feature gives 
you an important market in the replacement 
field wherever V-Belt transmission has been 
installed. 


But, more important than all these facts is 
the record of Dayton Cog-Belt service to manu- 
facturers who have adopted Cog-Belt Drives. 
You'll be given a list of the important users 
near you. And their story tells of consistent, 
superior service from Dayton Cog-Belt Drives. 
It tells of longer life both for belts and for 
bearings; less servicing; fewer shut-downs; 
quieter and more uniform operation; with far 
more efficient production and greater economy 
throughout their plants. 


Write today for full information about Day- 
ton Cog-Belt Drives and the Dayton Franchise. 


THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 


1 to 100 H. P Factory Distributors in Principal Cities and All Westing- 
house Electric & Manufacturing Company Sales Offices 


ne n allr $ na 
Belt stoc all ratio ractio 
ond Belts! . f t 


THROUGHOUT INDUSTRY, DAYTON COG-BELT 
DRIVES ARE SERVING . . . ECONOMICALLY, 
EFFICIENTLY AND DURABLY 














cw Dayton 
ck aoc ae ta We cee ee COG-BELT DRIVES 


the Dayton Cog-Belt—the “logical” and “correct” 
V-Belt—the manufacture of which is controlled exclu- 
sively by the Dayton Rubber Manufacturing Company. 
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ADVERTISED TO YOUR 


Machinist Swivel Base 
Vise No. 229X 







Points 
of Preference 


1. Renewable Steel Jaws. 


2. Swivel Base, 360 degrees 
gripping power, We back up your selling effort with con- 
3. Outside Saddle permits easy stant advertising to your trade—that’s the 
removal of screw for oiling kind of ti hich 
e . 
4. Solid Prrtlans wtion gives Ce Saee Gaeee tie wep 
added strength. for orders. 
5. Set screw in handle 


< Cuties 66 Bellen tid And remember we distribute only through 


7. Full sized screw and nut. jobbers. 


PARKER VISES ¢ 


The Charles Parker Co., Master Vise Makers, Meriden, Conn "oes 
Makers of the Famous Tastee Gun N.Y. Salesroom, 101 Park Ave., N. Y. C. 


A Word As To 1932 


roustey looks to 1932 with 
renewed enthusiasm and high 
hopes for a successful business 
year. 








You, as a distributor, are un- 
doubtedly preparing yourself for 
the “turn about” by giving much 
thought to concentration on 
lines which will enable you to 
take full advantage of changed 
conditions—fast sellers and real 
profit makers. 





DART UNIONS 


DART bronze-to- 
bronze ring con- 
struction makes one 
DART equal to two 
ordinary unions. 
You sell double 
value with DART 


Unions. 


DART Unions merit your earnest 
consideration. Their efficiency 
and economy make them sales 
leaders. The profits will interest 
you. Write for details. 


TEES e UNIONS e ELLS 
Screwed e Flanged 
E. M. DART MANUFACTURING CO. 
PROVIDENCE, R. I. 


The Fairbanks Company, New York 
and at all Branches 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 








This pipe and fittings de t is the 
newest addition to arles C. Lewis 
Company, Springfield, Massachusetts. 





means of using colored pages. 
A special feature of the book is an 
exposition of the slogan, “Distribu- 
tors Serve Industry Economically.” 
x * x 


New Butts and Ordway General 
Catalog Ready 

A new general catalog containing 
294 pages on iron and steel, bolts, 
machinists’ supplies, heavy hardware 
and automotive equipment has been 
prepared by Butts and Ordway Com- 
pany, Boston. Besides picture of this 
company’s extensive stock, there is 
also a map of Boston in the book and 
views of the firm’s building. 

A running headline throughout the 
catalog suggests ordering by tele- 
phone. 








Wilkinson with Netherland Rubber 

R. L. Wilkinson has joined the Nether- 
land Rubber Company, Cincinnati, to take 
charge of the company’s mechanical divi- 


sion. He has had many years of ex- 
perience in the rubber business. 

This company has recently taken on the 
Republic Rubber Company line for distri- 
bution in the Cincinnati district. 
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CAST IRON 

Screwed Drainage 

Flanged Sprinkler 
MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 

Railroad 300 lb. Fire Line 
ELECTRIC 

CAST STEEL 
















Screwed Flanged es 
STOCKHAM 





















RETURN BEND 
for Cracking Stills 





Wherever you see Stockham Fittings, 
whether in a simple plumbing installa- 
tion or in a great power plant, you know 
that they were sold through a distributor. 
“Straight lines and strength”’ is just as 
applicable to the Stockham distribution 


STOCKHAM 











—for straight lines and strength 





policy as to Stockham quality. Why not 
insure the stability of your fitting distri- 
bution by tying up to Stockham? 
STOCKHAM PIPE & FITTINGS co. 


Birmingham, Ala. 


STOCKS IN 
New York, Chicago, Houston, Los Angeles 


FITTINGS | 











Boston, 
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MYERS 
WATER 
SYSTEMS 


Water at the turn of a tap for 
country and suburban homes, for 
public and private buildings and 
institutions isolated from city 
water mains, for mills, mines or 
factories—Myers self-oiling, self- 
starting, self-stopping features for 
any service up to ten thousand 
gallons of water per hour provide 
dependable water facilities at a 
surprisingly low cost. 





Types for shallow or deep wells. 
Operation by engine or motor. 





See our nearest distributor or write 
us direct for catalog and complete 
information. 


THE F. E. MYERS & 
BRO. CO. 
Ashland, Ohio 


PUMPS—WATER SYSTEMS—HAY 
TOOLS—DOOR HANGERS 
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| At the right is W. E. Price, president, The 
| Knapp Supply Company, Muncie, Indiana. 
| With him is Jack Abrell, service manager. 





Standard-Machinists Supply 
Formed by Merger 

| Effective November 10, the Stand- 
| ard Supply and Equipment Company 
| merged its organization in Pittsburgh 
with that of the Machinists Supply 
| Company, to form the Standard- 
| Machinists Supply Company. All 
| operations will be conducted from the 
| location of the old Standard Supply 
and Equipment Company. 

George H. Cherrington, president 
of the former Machinists Supply 
| Company, will be head of the new 

company. R. E. Blair, who was pres- 
| ident of the Standard Company, has 
been appointed vice-president of the 
new firm. 

The new organization will continue 
| to represent all the manufacturers 
formerly represented by both com- 
| panies. 


* * * 


Goldman Advertising Manager 
for George B. Carpenter 
Nathan H. Goldman, who has been 
with the advertising department of 
| George B. Carpenter and Company, 
Chicago, is now advertising manager 
of that company. 


* * * 


Hayden Supply Sells DeVilbiss 
Products 
The Hayden Supply Company, 
Grand Rapids, Michigan, has been 
appointed to handle the paint spray- 
ing equipment made by the DeVilbiss 
| Company, Cleveland. 





New Company Formed in 
Muscatine 

Fred Eichenauer, Muscatine, Iowa, 
and J. F. Hetherford, Des Moines, 
Iowa, are incorporators of the Pearl 
City Tool Company, Muscatine, Iowa, 
according to articles of incorporation 
filed with the secretary of state, Des 
Moines, Iowa. 

«+ @ 


Puchta and Allen Talk at Electri- 
cal Association Convention 

At the N. E. W. A. Convention in 
Cincinnati, November 9 to 12, W. C. 
Allen, sales manager, Black and 
Decker Manufacturing Company, de- 
livered an address on “Opportunities 
for the Electrical Wholesaler in the 
Sale of Electrical Tools” in which he 
emphasized the possibilities of the va- 
rious markets contacted by the elec- 
trical wholesaler. 

Lawrence Puchta addressed the 
convention on the activities of the 
Joint Merchandising Committee of 
the Mill Supply Business. He sug- 
gested that the National Electrical 
Wholesalers Association join with the 
mill supply industry in this activity. 
Accordingly, the matter was re- 
ferred to the Association’s Execu- 
tive Committee. 











606 


Here is a man who has done much to 

build up the industrial supply business in 

San Francisco—H. M. Orme, manager of 

the San Francisco branch of the Warren 
and Bailey Company. 
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That’s Why THERMOID 
SILVER DUCK BELTING is a 
Profitable Item for You 
























When you sell Thermoid Silver Duck you sell not merely 
another belt . . . but a belt that has thoroughly demon- 
strated its ability to stand up under every conceivable con- 
dition and give an account of itself in service and economy 
that definitely builds future business for you. You are of- 
fering a belt that pays two worthwhile profits . . . one 
to you and one to the user . . . a belt that was proven 
in laboratory tests and actual plant operation three years 
before it was put on the market. 


Mill supply dealers whose customers demand a strong belt 
able to work long hours at little cost, are recommending 
Thermoid Silver Duck Belting as the belt best fitted to fill 
the job. And they are recommending other Thermoid 
products too . . . . for the Thermoid line is a complete 
line—a completely satisfying line. The Thermoid Cata- 
log tells all about it. Mail the coupon today for a free 
copy. 


THERMOID RUBBER COMPANY 
Factories and Main Offices 
TRENTON, NEW JERSEY 


hermol 


BELTING 
HOSE and PACKINGS 
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“What’s Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending November 
15, 1931, with business 
during the corresponding 


period of 1930. 








O KEY ba CHART 
= No Change 
\s — Inerease 
= 5% inerease 
| eq = Decrease 
<=) == 5% decrease 
*Better comparison than last month 











NEW | MIDDLE | _ EAST WEST | 


Item ENGLAND | ATLANTIC | CENTRAL 


— SS 
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} 
CENTRAL | SOUTHERN| WESTERN 


Se | 


| Deevesse | Increase | Decrease Increase | Decrease Increase | Decrease Increase| Decrease Increase | Decrease Increase | 
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| Belting, Conveyor 


Compressors 
{Concrete Forms, Road, - 
| Curb, etc. _ 


(Conveyors, Portable 


|\Cranes and Shente 

a ee 

Electric Toole— 

|__Drills, Hammers, etc. _ 

praen Gas, etc. 

(Gringin g Wheels, ‘Wire 
eels, Brushes (Prod. 

—— Soncmene Ham, 

} mers, etc. ow: 

| Hoists—Chain, Electric, 

x as = 

| Machine Tools ond 1 Eauip- 

eas - = 

Goods 


uts, Bolts, and svete 


———1-"—"T 


[Paint | Spraying ‘Equipment 


[Pavers and Mixers 


Pipe, Valves and Fittings 


}- EE ————EE 


Pneumatic Toois 


Pumps 


i siaeseietchainsashinieiciaaish neeestasimenheniitil 
Safety Equipment—Fire Ex- 

8 rah ishare. Masks, etc. 
Shop Supplies—Brooms, 
| Brushes, Waste (Mai (Maint.) 





\Tools, Pipe Threading 


| Tractors and Graders 


Tr issi t- 
__ Belting, “ y etc 
“V"-Belt Drives 


‘Wheeibarvows, “Shovels, 








‘Wire Rope 
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a= ‘Vogt 
Forged Steel 


A FITTINGS 
oy | Preference! 





When you make Vogt Drop Forged Steel 
Fittings your preference you overcome dif- 
ficulties commonly encountered with weaker, 
lighter designed fittings represented to be 
‘Just like Vogt.” 


Vogt fittings are sturdily designed — actually weigh 
more —in addition to the use of high grade material 
that forges correctly and gives added strength. Strain 
and shock are easily withstood at elevated temperatures 
and pressures and where severe abuse, erosion, and 
corrosion are unavoidable, any alloy, stainless iron or 
steel can be substituted for open hearth stock ordi- 
narily used. 


Write for Catalog F-7 
HENRY VOGT MACHINE CO. 


INCORPORATED 


LOUISVILLE, KY. 


Branch Offices: NEW YORK CHICAGO CLEVELAND DALLAS PHILADELPHIA 


Manufacturers of: Drop Forged Steel Valves and Fittings, Oil Refinery Equipment, 
Water Tube Boilers, Ice Making and Refrigerating Machinery, Heat Exchangers. 
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Performance 


Counts 


That’s why these 
two great tools 
are receiving con- — | 
stantly increas- 
ing recognition 

among industrial | 
users. 


Li 


THE NEW 


BADGER 
CAR MOVER 


and 


THE 
ADVANCE 
Safety CarWrench 


Y . 
‘ ‘\"\ ACombination } 
NY that Moves} 

Fast & Makes | 

Real Profits } 

for Distrib- | 



















Advance | Car 
Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Factory 


Canadian Advance / 
Car Mover Co., Welland, Ontario, Conada 




















How We Stepped Up Wire 
Rope Sales 
(Continued from page 19) 

rope, of course, also creates a poten- 

tial customer for many associated 

items, such as clips, hooks, sheaves, 

sockets, turnbuckles and _ thimbles. 

The wire rope specialist must have 

a knowledge of these items and 

their uses to properly service the 

needs of industrial users. 

We have found that specializa- 
tion on wire rope pays, therefore, 
not alone because of increased vol- 
ume to be obtained on that impor- 
tant item, but also because of addi- 
tional business on other lines which 


may be traced directly to service 
given customers on rope. 
Who’s Who 


(Continued from page 24) 

So much for business and civic 
activities. Mr. Page is very modest 
about that angle of his life. The 
really important accomplishment of 
his career, he declares, is his family, 


| a charming wife, and four children 


aged 5, 7, 9 and 11. Lots of men 
own their own business, he declares, 
but a family like that is something. 

And it is that sort of an attitude 
which is one of the reasons why, as 
an employee once said, “Everybody 
likes Mr. Page. He is human and 
loyal to those in whom he has an in- 
terest and he is interested in a great 
many people.” 





Salesman Sam Clears Up a 
Bad Account 
(Continued from page 36) 

a big brick order would make it a lot 

higher. 

Tony gets hot under the collar 
right away. “Am I a customer or 
am I not?” he snorts. “If I want to 
buy them bricks you'll sell them to 
me, cr else 3 

“Aw, don’t get sore, Tony,” I says. 
“The boss will let you have them if 
you insist.” 

An hour later we both came out 
of the architect’s office where we had 
showed them the new bricks and 
some time later there was a big order 
from Tony. 

The boss was out at the time I 
brought the order in, so I had it 
rushed through and delivered with- 
out thinking it advisable to mention 
the fact to him. Then, a few days 


later, the boss, in looking over the 
order, happens to run across the one 
from Tony. 

“Wow!” he yells and went for me 
like Grant taking Richmond. “What 
do you think you’re doing,” he roars, 
“trying to bite the hand that signs 
the pay-checks? You know that Tony 
Spingola is taking us over the hur- 
dles when he gets more credit. 
What’s the big idea?” 

“Oh, all right,” I answers, with 
what is meant to be an assuring 
smile, “he’ll pay for the brick. You 
have my word on it.” 

“Four thousand dollars thrown 
away,” the boss moans, “and you sit 
here and tell me that I have your 
word that Tony is good pay.” 

“No,” I correct, “I didn’t say that 
Tony was good pay. I said that he 
will pay his account in full.” 

“All right, wise guy,” the boss 
sneers, “let’s see you go out and get 
even a down payment on_ his 
account.” 


+; along,” I says, and we 
amble over to Tony’s new job 
where our distinctive brick work is 
already the bright and shining exam- 
ple of modernistic construction art. 
We hunt around and find Tony who 
is busy as a cat in a dog pound. 

“Send around a couple more loads 
of that brick,’ he yells, between 
curses at his men. “We're running 
short already.” 

“Oh yes, Mr. Spingola,’” I says, 
languid like, “but there is a little 
matter of four thousand dollars on 
your account that must be paid be- 
fore we deliver any more goods.” 

“Don’t make me laugh,” he snarls. 

“Okay,” 
brick.” 

“All right,” he comes back, 
buy my brick somewhere else.” 

“Try and do it,” I laughs, “Your 
contract on this building calls for 
this particular brick of which the 
architect now has a sample, and we 
have only exclusive shades not turned 
out by any other brickyard. You'll 
take our brick and like it, and you'll 
pay your bill before you get enough 
to complete the job.” 

Yes, we lost a customer, but that 
would have happened anyway as soon 
as Tony’s credit reached the limit. 
The important thing was to clear up 
an account that had been standing 
out like a sore thumb for longer than 
we cared to remember. 


I says, “no money, no 


“Tl 
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§ trial anvil being 

made by The Colum- 
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Connecticut, is its lu- 
bricant-seal principle of 
tight seating. In this 
valve there is a unique 
duct system for intro- 
ducing a lubricant-seal 
between the seating 
surfaces. The valve is 
sealed tight even though 
the seating surfaces 
have become damaged 
by scratches, deposits, 
or corrosion in the line. 
It is especially recom- 
mended for boiler feed 
water lines, boiler blow- 
off, water systems, 
4 chemical lines, and pa- 
oe per mill service. The 
general dimensions are the same as this company’s non-lubri- 
cated valves, so the new valve can be used for replacement 
service without changing the piping system in any way. All 
valves seat absolutely tight without the use of lubricant seal 
and can be used, if desired, as regular non-lubricated valves. 























NEW ball bearing 

brake drum grinder 
that is said to combine 
simplicity, ruggedness, 
smooth grinding and 
long life is now being 
offered by the United 
States Electrical Tool 
Company, Cincinnati. 
Mounted on a lathe, it 
can also be used for 
other purposes — grind- 
ing centers, reamers, 
dies, rolls, small shafts, 
and so on. It also is 
used on shapers, planers and boring mills and handles a large 
proportion of internal grinding jobs. This new grinder is 
furnished in two sizes. Both are built for 110 or 220 volts, 
1, 2 or 3-phase alternating current, and 110 or 220 volts direct 
current. 











facturing Company, 
Cleveland, is made of a 


HE special feature 
of the “Lubrotite” ad 
gate valve being made a 
by Reading-Pratt and a 
Cady Company, Incor- oe 
porated, Bridgeport, © 
5 
Oo 





been 


recently 

been made by the Dixon Valve and 
Coupling Company, Philadelphia, of a new 
development known as the “King” iron pipe 
thread hose nipple, which is made in sizes 


A NNOUNCEMENT has 


from 1 inch to 4 inches inclusive. It is in- 
tended for use in regular pole-made_ or 
braided fabric hose, eliminating the costly 
enlargement of the ends of the hose as is the 
case when regular iron pipe nipples are used. 
That portion of the nipple out of hose is 
exactly like an iron pipe nipple, being 
equipped with iron pipe threads. 





HE new “United” steel pipe plug being 

introduced by the United Screw and 
Bolt Corporation, Cleveland, is produced by 
a cold forged process from 1420 S. A. E. 
steel. The top of the head is. slightly 
crowned, which, in addition to the corners, 
is machined smooth. Samples may be ob- 
tained by addressing the company, 3590 W. 
58th St., Cleveland. 

















metal called “Krom- 
iron” which is said to HE American Engineering Company, 
give it a tough, hard Philadelphia, announces the introduction 


surface, though the sur- 
face is not heat treated. 
The small anvil cut-off 
tool furnished with this 
is made of high speed 
steel and will cut drill 
rod. The purpose of this anvil is for use on the work bench 
between vises. 








of a small, compact 5 horsepower electro- 
hydraulic transmission. The transmission 
will develop full rated torque at any speed, 
whether it be one r.p.m. or 1000 r.p.m. 
Since the torque is constant, the horsepower 
output varies with the speed of the hydraulic 
motor. At maximum speed, the transmis- 
sion will develop 5 horsepower continuously. 











MILL ‘SUPPLIES 











New and Improved Industrial Products 





HIS number 40A furnace made by the 

Otto Bernz Company, Newark, New Jer- 
sey, is fitted with their flame control valve 
and automatic cleaning needle. Also fitted 
with union which permits prompt removal 
of entire burner assembly. It has a rein- 
forced, cut-out, malleable top plate, and cop- 
pered steel handle with wire grip. One piece 
sheet steel coil cup is held in place by dished 
steel plate which also keeps heat from reser- 
voir and catches overflow from coil cup. 

















A* improved carboy tilter, de- 
signed to prevent accidents 
and enable one man to safely truck, 
drain and otherwise handle carboys 
of liquids, is announced by Schwenk 
Safety Device Corporation, New 
York City. The new equipment is 
an improvement in that the carboy 
is elevated into the tilter by levers. 
The operator does not directly lift 
the carboy, which often weighs 200 
pounds or more. The cradle wherein 
the carboy box rests provides sup- 
port on three sides and the bottom 
so that there is no danger of the 
bottle dropping through the box 
though the wood be in bad condi- 
tion. 


HE new lathe grinder being made 

by the United States Electrical 
Tool Company, Cincinnati, is built for 
use on lathes from 9 inches up and 
having a compound rest. It is used 
especially for grinding centers, ream- 
ers, dies, rolls, small shafts and similar 
equipment. 
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NEW number 2 “Wyco” flex- 
: " ible shaft outfit is being intro- 
HE Independent Pneumatic Tool duced by Wyzenbeek and Staff, In- 

Company, Chicago, has designed corporated, Chicago. The pedestal 
new small electric tools for fast, deli- type base equipped with casters 
cate work. They fit into the palm stands 32 inches high. The %- 
of the hand and are very easily han- horsepower motor can be had for 
dled. The drill comes in two sizes: either 1800 or 3600 r. p. m. The 
ULB with a speed of 2300 r.p.m. and “Wyco” flexible shaft is 6 feet long, 


capacity of vs inch and ULD with a full ball bearing and equipped with 
speed of 1200 rpm. and %%-inch supporting springs at the hand piece 
capacity. 


and coupling ends. Standard equip- 
ment includes a 3-inch sanding 
drum and a 7-inch sanding disc. 
Other attachments such as emery 




















wheel arbor, aluminum emery wheel 
guard, scratch brush and right angle 
head can be furnished to fit the 
shaft. 
A NEW simplified pressure control ICTOR Saw Works. Middletown, New York, announces the in- 
instrument (non-recording type) troduction of a new heavy duty hand and power hack saw—the 
has just been announced by Neilan Molybdenum heavy duty, hack saw. Victor engineers have been work- 
Company Limited, Los Angeles. It is ing for several years to develop a combination of heat treatments 
made to control pressures accurately and metals that would produce this hack saw blade suitable for heavy 
in ranges from 0 to 5000 pounds. duty service. 
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UNUSUAL TOOLS are invariably 
“stock” items with Brown & Sharpe 








[|BS 

















Serving as you do a wide variety of 
industries, you are often expected to 
furnish the unusual in precision 
tools and equipment. The only way 
you can hope to keep pace with 
these demands (and they are too 
profitable to pass up) is to concen- 
trate on a line which includes as 
stock items many tools developed 
for special jobs. 


Thetwide variety of V Blocks and 
Clamps shown here is typical of the 
completeness of each one of the 
many classifications of tools making 
up the Brown and Sharpe line. 


As distributors of Brown & Sharpe 
Tools, you are distributors of a 
complete line of fine tool equipment. 
Brown & Sharpe Mfg. Co., Provi- 
dence, R. I. 


*WORLD’S STANDARD OF ACCURACY” 
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New and Improved Industrial Products 











| Mem Stanley Works, New Brit- 
ain, Connecticut, is offering the 
trade vee shape corrugated fasten- 
ers in large mill coils and special 
reel-stands. It is said that these 
large coils have approximately 8 
times more footage than the present 
small ribbon round coils. 
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WRENCH set has been de- 
4 signed by the Blackhawk Man- 
ufacturing Company, Milwaukee, to 
meet the needs of millwright work, 
industrial maintenance and mining. 
The socket wrenches in this chest 
are equipped with the Blackhawk 
“Lock-on” drive which prevents 
sockets from slipping off accident- 
ally. There’s a socket range from 
Ys inch to 1% inch double hex in 
the standard series with %-inch 
“Lock-on” drive; 1% inch to 23% 
inch double hex in the extra heavy 
duty series with 7-inch square 
“lock-on” drive; and % inch to 1 
inch double square in the standard 
series with %4-inch square “lock-on” 
drive. 











ag” fae zephyr-weight alumi- 
num alloy shovels and 
scoops are being announced by 
the Wood Shovel and Tool Com- 
pany, Piqua, Ohio. It is said that 
these shovels weigh less than 
half as much as ordinary steel 
shovels, are easy to keep clean, 
cannot rust, keep a high polish, 
resist acid; will not contaminate 
or discolor material being han- 
dled, and will not cause sparks. 


HE “Little Wizard” hoist 
in which it is. said _fric- 
tion has been reduced to the 
absolute minimum, is being 


made by David Round and Son, 
Cleveland. Double roller bear- 


ings, internal ratchet, and Ale- 
mite Zerk lubrication, are special 
features. 





pe 


A LINE of spiral two-lipped end 
: mills, straight shank, has re- 
cently been announced by the 
Brown & Sharpe Mfg. Co. of Provi- 
dence, R. I. These end mills with 
spiral teeth, having greater cutting 
areas, are very desirable for certain 
types of operations and should in- 
crease the cutting efficiency of the 
end mill. 











A! NEW type of wick oil cup, the 

“Glaswick,” is being marketed 
by The Lunkenheimer Company, 
Cincinnati. It is said to provide the 
advantages of automatic lubrica- 
tion, visibility of oil supply, main- 
tenance of constant oil level with 
consequent uniform feed and ease 
in replenishing the oil supply. 





HE new type A hobbing ma- 
chine being introduced by the 
Barber-Colman Company, Rock- 
ford, Illinois, is a development of 


the principles of design and con- 
struction used in this firm’s number 
12 machine. 
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“Eliminate All Guess Work!” 


aaA Basic Principle of the NEW VICTOR 
BALATA Sales Plan for Distributors 


STEP No. 1 


in the 


Victor Balata Distributor Program 


FIRST— You fill out our Industrial and Prod- 


uct Application Chart—A Simple Task. 


THEN—We point out definitely your markets 


for each VICTOR BALATA PRODUCT— 
and help you sell them 





The New VICTOR BALATA Sales Plan for 
Industrial Distributors takes the guess work out of 
belting sales. It substitutes selling by a plan—with 
well directed and consistent efforts leading to 
greater volume and substantial profits. , 
The Industrial and Product Application Chart is 
the first step in our concentrated plan to furnish 
our sales outlets—industrial distributors—with defi- 
nite marketing information by products to each 
industry. . . . There are tremendous sales op- 
portunities with Victor Balata Belting, Canvas 
Stitched and Solid Woven Belting for Transmis- 
sion, Conveyor and Elevator Service—if you know 
where and how to sell it. . . . It is our purpose 
to show you how and where—and to support you 
and help you in every possible way. 


Remember — We’ve Committed Ourselves 


to a Modern Constructive Program of Dis- 
tribution through the Industrial Supply 
House — and We'll Carry It Through 100 


Per Cent! 


Write for details 























V-B" Belting 
The best all-round belt 
for driving, conveying 
and elevating. Water- 
proof — weatherproof— 
sanitary—durable. Rec- 
ommended for sand, 
gravel, brick, clay, stone 
and coal industries, as 
well as for all industrial 
purposes. 


Other Victor Balata Sales Leaders 
“Bilt-Rite” Conveyor Belting— The latest _ de- 


velopment in a 
belt to resist abrasion such as crushed rock, sand and 
gravel, etc. 





Canvas Stitched Belting— fr driving and 


conveying. Rec- 
ommended for agricultural uses, package conveyors, 


sand handling, etc. . 


“Easton” White Solid Woven Cotton Belting— 


for light conveying and elevating. 
cs 


“Penntex Solid Interwoven Belting— 
for transmission and conveying under heat and acid 


conditions. 
® 


Package Conveyor Belts—slid woven and 
inner-stitched 


canvas for conveying all types of materials. 
6 


“Victor Endless Thresher and Tractor 
Belts- constructed with the improved bias lap. 

* 

s 

ce 


NEXT MONTH 


The First in a Series of Advertise- 
ments in MILL SUPPLIES Showing 
Definite Markets for Distributors of 
Victor Balata Belting Will Appear in 
the January Issue. Watch for it. 


Victor Balata & Textile Belting Co. 


38 Murray St. 


New York, N. Y. 











72 


MILL SUPPLIES 





Manufacturers Neos 


A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are especially destrable 


—¥ 


Doran Distributor Sales Manager 
for Goodrich 


W. Doran has been appointed 
A distributor sales manager of 

@ the B. F. Goodrich Rubber 
Company, Akron, Ohio. Since Jan- 
uary 1, 1920, Mr. Doran had been 
branch manager of this firm’s Akron 
sales division of mechanical sales. 


He first entered the Goodrich or- 
ganization in 1903, and for six years 
learned the fundamentals of the me- 
chanical business in connection with 
the hose division of the company. In 
March, 1909, he entered the sales de- 
partment and in December of the 
same year became assistant to the 
mechanical sales manager, Mr. Keller. 
This position he held until January 1, 
1916, when he was transferred to 
Kansas City as branch manager of 
mechanical sales. On September 1, 
1919, he was returned to Akron as 
assistant to the mechanical sales man- 
ager. It was during this period, from 
1916 on, that Mr. Doran gained a 
widespread knowledge of the com- 
pany’s distributors. His activities led 
him extensively into the west and 
southwestern states, as well as into 
the central portion of the country. 
In 1920, Mr. Doran was made branch 
manager of the Akron sales division 
of mechanical sales, the position he 
held at the time of his recent ap- 
pointment. 





“nu 


Wood Folder Announces New 
Product 


A new four-page folder issued by 
the Wood Shovel and Tool Company, 
Piqua, Ohio, announces a new devel- 
opment, zephyr-weight aluminum al- 
loy shovels and scoops. Illustrations 
in platinum and black are used effec- 
tively to display the new products. 








New Osborn Brush Catalog 
Ready 


A new industrial brush catalog, ar- 
ranged for easy reference and planned 
to simplify the selection of brushes, 
has recently been issued by The Os- 
born Manufacturing Company, Cleve- 
land. 

All types of industrial Osborn 
brushes are classified and identified 
with the kinds of work they are de- 
signed to do. 

Two charts help in the selection of 
Osborn paint and varnish brushes 
and Osborn wire wheel brushes as 
well as two pages of helpful infor- 
mation about wire wheel brushes. 

The catalog contains a complete 
line of Osborn industrial brushes to 
meet practically every brush problem 
—production or maintenance. A copy 
will be sent free on request. 








v— 


Yale and Towne Concentrates 
Department in Philadelphia 


The entire materials handling equip- 
ment department of the Yale and 
Towne Manufacturing Company is 
now concentrated at the company’s 
new Philadelphia plant. The manufac- 
turing of these three different types of 
materials handling equipment—hand 
and electric chain hoists, overhead con- 
veying systems and electric industrial 
trucks, two types of equipment which 
were formerly made at Stamford, 
Connecticut, and the Stuebing line of 
hand lift trucks formerly made at 
Cincinnati, Ohio, and Holyoke, Mas- 
sachusetts—is now concentrated in 
the Philadelphia division. 

The new plant extends over an 
area of approximately four acres and 
comprises 22 individual buildings. 
One of the first things that impresses 
the visitor on a tour of the new fac- 
tory is the tremendous area of the 
machine floor in the building known 
as number 14. All machining and 
assembling is done on this floor. In 
this building are also erected the pow- 
erful hoist testing machines which are 
capable of testing complete chain 
hoists with from % ton to 40 tons 
capacity. 

The cutting off, forming, welding, 
gauging, heat treating, tumbling and 
final inspection involved in the manu- 
facture of steel load and hand chain 
is also concentrated on one floor. 
When this division was located at 
Stamford, the various processes occu- 
pied parts of six floors. 


The general offices are situated in 
a separate brick building of modern 
construction, which, because of its 
saw tooth skylight design provides 
excellent daylight for all workers. 
The attractively furnished offices of 
James C. Morgan, general sales man- 
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A 
COMBLETE 
LINE 


for every transmission 
need Tre ee oe There is no stumbling 


when you sell the time-tested and constantly im- 





































proved products of a manufacturer whose ex- 
perience is backed by the traditional standards 
of fine workmanship over a period of 74 years. 

- The Wood’s line includes many different 
types of each article pertaining to power trans- 
mission machinery. Here under one roof we 
manufacture eighteen different types of shaft 
couplings, five types of hangers, sixteen types 
of pillow blocks and so on throughout the en- 
tire line. This enables us to furnish complete 
equipments that are balanced throughout— 
each unit properly designed to perform its par- 
ticular duty. 


Shafting Pulleys Ball Bearings 
Hangers Pillow Blocks Flexible Couplings 
Couplings Speed Reducers __ Friction Clutches 
Rope Drives Conveyors Belt Contactors 
TEXROPE DRIVES 
Cut Gears Cast Gears 


Grey Iron, Semi-Steel, Bronze and 


Aluminum Castings 





T. B. WOOD’S SONS COMPANY 
CHAMBERSBURG, PA. 





BE PL 


TRANS MIZZION 
MACHINERY 
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ONE PIECE DISC.-- 


Slip the disc onto the stem 
... no screwed-together parts 
to corrode or fall down into 
the line . . . no time wasted 
when a hurry-up repair is 
under way. A Pratt & Cady 
Renewable Disc Valve may 
save its cost many times over 
because of this important 
feature. 

Another advantage is the union 
bonnet. Upon expansion, the 
body is re-enforced—pressure and 


heat tighten, rather than loosen, 
the bonnet joint. 


Tough, close-grain Pratt 
& Cady Valve Bronze is 
used for the body. Stems 
are rod bronze. Kool- 
grip malleable iron hand 


wheels assure a_ firm, Ne 
cool hold. | wn @27 


Reading-Pratt & Cady Co., Inc. 


An Associate Company of the American Chain 
mpany, inc. 


BRIDGEPORT, CONN. 


Offices and Warehouses: 
Boston, Charlotte, Chicago, Cleveland. Detroit, 
Hartford, Houston, New York, Philadelphia, 
Pittsburgh, Rochester, St. Louis, San Fran- 
cisco, ju'sa 


PRRAL T ce @ADY 


RENEWABLE 
DIs¢c VALVE 
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ager, and William R. Hoyt, works 
manager, are located at either side of 
the entrance in this building. Indi- 
vidual offices are provided for the 
division sales manager, cost office, 
price bureau, order department, ac- 
counting, filing, and so on. 

In one of the main factory build- 
ings is situated the office of the chief 
engineer and his staff and in this is 
accomplished all of the designing for 
all three widely different types of 
equipment. 

A spacious display room exhibits 
working specimens of all types of 
Yale materials handling equipment. 

Sleicher in New Position with 
Refractories Company 

Harry S. Sleicher, formerly vice- 
president of the North American 
Refractories Company, has resigned 


| his position with that company and 
| is now associated with the General 


Refractories Company in a sales ca- 
pacity, with headquarters in its New 
York office. 

* 2 
Ames Baldwin Wyoming Shovel 


Announces Sales Personnel 


The Ames Baldwin Wyoming 
Shovel Company, North Easton, 
Massachusetts, has announced its 
sales personnel: Norbert T. Jacobs, 


general sales manager; C. B Steffey, 
assistant to general sales manager; 
3raden, district sales manager ; 
L. T. Bryan, F. K. Tovey and J. T. 
Hughes, salesmen, make up the New 
York, Pennsylvania and New Jersey 
sales organization. 

Harold Cunningham is district 
sales manager of the section includ- 
ing Delaware, Maryland, District of 


| Columbia, Virginia, West Virginia, 


| Ohio, Kentucky, Indiana, Missouri | 


sin, 


North Carolina and South Carolina, 
and Kansas. S. F. Cobb, Robert C. 
Rogers, H. J. Ziegler and Sand and 
Hulfish are sales representatives. 

H. S. Bywater has been selected as 
sales manager in the territory in- 
cluding Michigan, Illinois, Wiscon- 
Minnesota, North and South 


| Dakota, Nebraska and Iowa. C. P. 


Tate is salesman. 
George C. Barton, 
manager, and G. E. 


district sales 
3rown handle 
the southern states, namely, Georgia, 
Florida, Alabama, Tennessee, Mis 
sissippi, Louisiana, Arkansas, Okla- 
homa and Texas. In the west, H. M. 


| Fforsich is district sales manager and 
| G. W. Naylor salesman. States cov- 
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Three Good Items 
with a \Wide Market « 


“CHICAGO RAWHIDE” 


Mallets » Hammers » Mauls 


Rawhide Mallets and Hammers are 
used extensively in a wide variety of 
industries for careful assembly of 
tight fitting parts, for shaping metals 
and for thousands of purposes where 














} structive. 


a sharp metallic blow would be de- 
The striking surfaces are 
made of carefully selected, hard, 
sound hide stock and the tools are 
perfectly finished. 


THE MALLET 






The mallet heads are of 
solid rawhide, firmly glued 
and steel riveted. The new 
improved, hammer type han 
dle, taper driven and wedged, 
is of selected second growth 
hickory. 


THE HAMMER 







Chicago Rawhide Hammers 
have malleable iron heads 





which solidly back up the 
hide faces firmly pressed into 
each end. The faces are 


easily replaceable, new faces 
being readily driven tightly 
into place. 


THE MAUL 






Rawhide Mauls are used in 
shoe factories for cutting 
shoe parts and in all shops 
where hand cutting dies 
are used. These mauls can 





be refilled with rawhide 
and may be used indef- 
initely. 





Distributors 


Investigate our line of 
Leather Belting, Leather 
Packings, Lace Leather, 
Rawhide Hydraulic Pack- 
ings, Gears and Pinions, 
Leather Specialities and 
“Perfect” Oil Seals. 


THE ad 


CHICAGO RAWHIDE 


| MANUFACTURING CO. 
1301 ELSTON AVE. 
| CHICAGO, ILL. 
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Decade Drill Purchares 
from Operation Records 





CLE-FORGE ":3;.. DRILLS 








This Form Will Settle 
Your Deill Probleus 












£24ur 


SCREW EXTRACTORS 


When do you decide which make of twist drill you will use—before or AFTER a close 
analysis of your operation records? After all, the acid test lies in everyday perform- 
ance—not in spectacular demonstrations. e To help you measure the true value of any 
twist drill, we have devised the “Cost-per-Hole” Drill Test Form. Through its use you 
banish guesswork, hunches—and place the testing of drills upon an accurate basis. 
e We shall be glad to send you the “Cost-per-Hole” Drill Test Form without charge 
or obligation. Simply use it to make your own test .... and be sure to include 
Cle-Forge High Speed Drills. ....We are confident you will find the result pleasing. 


© 1931 by The Cleveland Twist Drill Co. 








76 


MILL SUPPLIES 





ered are: California, Oregon, Wash- 
ington, Montana, Idaho, Wyoming, 
Colorado, Utah, New Mexico, Ari- 
zona and Nevada. 

All of these men have spent many 
years in the shovel business and are 
well acquainted with every phase of 
the industry. The district sales man- 
agers will handle all products of the 
company. 

Other officers of the company are: 
Richard Harte, president; L. J. 
Reay, treasurer, and E. T. Nipher, 
manager of production. 

* * * 


Revised Wheelbarrow Recom- 
mendation Before Industry 
The proposed revision of simpli- 

fied practice recommendation R105- 

29, on wheelbarrows, is now before 

the members of the industry for their 

consideration and written approval, 
according to an announcement by the 
division of simplified practice of the 

National Bureau of Standards. 

On April 26, 1929, a joint confer- 
ence of representative manufacturers 
and users of wheelbarrows drafted a 
simplified practice recommendation 
which was accepted by the industry, 
and promulgated by the Department 
of Commerce as simplified practice 
recommendation R105-29. This rec- 
ommendation listed 41 sizes and 
types of barrows and eliminated 84. 

A revision meeting held September 
22, 1931, proposed a further reduc- 
tion to 27 varieties. It also recom- 
mended that all steel-tray barrows be 
rated and catalogued according to 
cubical contents of the struck capac- 
ity, measured with dry wheat. To 
meet the need for a uniform ter- 
minology, it was decided that the 
wheelbarrows contained in the simpli- 
fied practice recommendation should 
be designated S-1, S-2, and so on in 
order of their appearance in the list. 

The revised recommendation is to 
be effective upon announcement by 
the division of simplified practice 
that the required degree of support 
has been secured. 

* * * 


Hoist Association Makes Business 
Report 

This Association reports that the 
number of hoists ordered during the 
month of October, 1931, increased 
29.032 percent as compared with the 
previous month, and the value of such 
orders increased 7.942 percent as 
compared with September, 1931. 


Shipments were 19.794 percent small- 
er in October than they were in 
September, 1931. 


* * * 


Second Edition of “Oxy-Acety- 
lene Welding Ready 

The second edition of “Oxy-Acet- 
ylene Welding and Cutting” by 
Stuart Plumley, is just off the press. 
Mr. Plumley, who is chief engineer 
of the Smith Welding Equipment 
Corporation, Minneapolis, has had a 
lifetime of experience in welding, 
brazing, silver, soldering, cutting and 
so on, and so has been able to pre- 
sent in this book a remarkably com- 
plete text on these processes. 

This new edition is revised and 
enlarged by 100 additional pages and 
93 additional illustrations. One of 
the special features of the course is 
that it sets forth many money saving 
ways and short cuts very valuable 
to the welder. 

The book may be obtained at a 
price of five dollars from Mr. Plum- 
ley at 2619 Fourth Street, S. E., 
Minneapolis. 


xk *K * 


Reading-Pratt and Cady Book 
Features New Product 

A 16-page book recently issued by 

the Reading-Pratt and Cady Com- 

pany, Bridgeport, Connecticut, gives 

a complete description of the new 

“Lubrotite” gate valve with its uses. 


ae ae 


Worthington Pump Makes Per- 
sonnel Changes 

In accordance with the changes in 
organization set-up announced in Oc- 
tober, the Worthington Pump and 
Machinery Corporation, Harrison, 
New Jersey, has made several changes 
in its sales staff. George B. Cumming, 
for the past 21 years with the Gen- 
eral Electric Company, has been 
made manager of sales of the resale 
and meter divisions. F. W. Hank- 
ins will assist Mr. Cumming. 

Carl F. Oechsle, will head the con- 
tractors’ division with H. Glober and 
W. M. Vinnedge as assistant mana- 
gers. Charles A. Hirschberg will 
be manager of the rock drill sales 
and service, in charge of general con- 
tractor and mine negotiations. 

J. J. Summersby has been ap- 
pointed as assistant general sales 
manager in charge of resale activi- 


ties. He was formerly in charge of 
Holyoke Works sales. 

Three new salesmen now with 
Worthington, are: E. E. Hoffman, 
formerly assistant general sales 
manager of the Wico Electric Com- 
pany; E. S. Hiley, who comes from 
the Gilman Manufacturing Com- 
pany; and Earl C. Stewart, previ- 
ously with Ingersoll-Rand. Mr. 
Hoffman will be a member of the 
New York sales staff as assistant 
manager; and Mr. Hiley and Mr. 
Stewart will be in the rock drill di- 
vision. 

a . 


Wood Shovel and Tool Has 
Unusual Exhibit 

Several new products were dis- 
played by the Wood Shovel and Tool 
Company in an unusually interesting 
exhibit at the hardware convention 
held in Chicago recently. Besides the 
company’s standard products, mo- 
lybdenum steel shovels, “Big Fist” 
alloy steel shovels, and “Piqua” car- 
ben steel shovels, there were on ex- 
hibit a new super scraper, a new 
round pointed spade and a new 
aluminum alloy shovel, which proved 
particularly interesting to observers. 

* * * 


New Wright Catalog Number 15 

In the new Wright Number 15 
condensed catalog, each type of hoist- 
ing and conveying equipment made 
by the Wright Manufacturing Com- 
pany, Bridgeport, Connecticut, is 
described as briefly as possible and 
yet there is sufficient information to 
make the catalog valuable for busy 
purchasing agents, plant superintend- 
ents, and engineers who want the 
complete facts in a concise manner. 

* * * 


Witherow Resigns from Republic 
Steel 

William P. Witherow has given 
up his position as vice-president of 
the Republic Steel Corporation, 
Youngstown, Ohio, and will give all 
his time to private interests. Mr. 
Witherow was formerly president of 
the Witherow Steel Corporation, 
Pittsburgh, before its consolidation 
with the Donner Steel Company, 
Buffalo, after which he served as 
chairman of the board of the Don- 
ner company. When the Republic 


company absorbed Donner he was 
made vice-president. 

Mr. Witherow is a director in the 
Manufacturing Company, 


Spencer 
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IMPORTANT 


To Mill Owners, Purchasing Agents, Factory Men 











——————— of course that we cannot reveal their names to you. 





Cc. A. NORMAN 
ROBINGON LABORATORY 
THE OMIO STATE UNIVERSITY 
COLUMBUS. OHIO 


Oct. 7, 19351 


Detroit Belt Lacer Company, 
Detroit, Mich. 
Attention of Mr. W. H. Goebel, General Manager, 


Gentlemen: 


You willbe pleased to learn that we have now 
finished certain comparative tests on belt fasteners with 
very favorable results to your fastener. 


In view of the fact that the other fasteners were 
submitted to us free of charge by other concerns, we feel 
Suffice 
it to say that some well known fasteners of similar type 
ran only 8 = to 27 hours, while your fastener lasted 

These results were obtained with 


>» hours and 35 minutes. 
four-ply rubber belts on 4 inch crowned pulleys running 


at 2500 rpm. at a load of 60 pounds per inch of width transmitted 
effective pull and an enforced slip of 2 per cent. 


We are confident that our results correspond to 
comparative results obtainable in actual service, since 
simultaneously one of the types of fasteners tested failed 
in exactly the same way in an actual drive as it failed in 
the testing machine. Our results as you know were obtained 
in an endurance testing machine for belts manufactured under 
license from me by the Tinius Olsen Testing Machine Company. 


We are returning herewith one end of one of the belts 
tested with your fasteners, and also one of the Bakelite 
pins. It is quite evident that these help to distribute the 
load very uniformly. 


Do you wish us to return to you the belt lacing 
machine kindly lent us, or would you wish to submit some 
competitive fasteners to be tested at your expense together 
with yours on belts of exactly the same length. In the tests 
just performed we had only one piece of belt available, and in 
consequence it had to be shortened somewhat as we went from one 
fastener to another. Since your fasteners were tested last 
this means that they would have shown up even better, if 
exactly the same belt length had been used in all cases. 


Very truly yours, 


CA, 


C.A.Norman, 
Professor of Machine Design. 




















This letter gives the re- 
sults of laboratory tests, 
made under the direction 
of ProfessorC. A. Norman 
—with a testing machine 
of his own invention—at 
Robinson Laboratory, 
Ohio State University. 


They corroborate similar 
tests in many mills. 


Detroit Belt Lacer outfits 
will accompany Admiral 
Byrd on his Second 
Antarctic Expedition now 
contemplated. 


Detroit Belt Lacer Co. 


Belt Lacing @ Belt Closing Machines @ Bakelite Pins @ Belt Cutters 


3961 A St., Detroit, Michigan 
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The Good Mechanic’s 


Choice Since 1897 





¥4” REGULAR— 


Outsells because it outpulls and outlasts 
any drill its size in the world! Easiest 
to service—requires the least. Easiest 
to handle. Speed, 2000 r.p.m. under 


load, not idling only. $30 


List price only.......-+eee0% 





1%” SPECIAL— 


Even more powerful than other drills 
much larger in size! Timken double thrust 
bearings in chuck spindle. Speed, 450 
r.p.m. under load. Finest made for all 
purpose work. 

List price only....-sseeeeee08 


“9 


54,” HEAVY DUTY— 


Positively the most powerful drill of its 
size made. Most rugged—dependable— 
durabl ical Timken double 
thrust bearings in chuck spindle. Chrome- 
nickel alloy steel gears, hardened, run- 
ning in grease. 400 r.p.m. under $68 
load. List price only.......... 





BENCH STAND 
(NO. 1B) 

Made for %” heavy duty 
and %” special drills. 
Other sizes of bench 
stands and post brackets 
for all other drills. 

List price for 


this only. .......-. $16 





Sold Only Through 
Distributors 


The United States Electrical 


Tool Co. 
Dept. H, 2498 W. 6th St., Cincinnati, O. 


Canadian Division 
MAPLE LEAF ELECTRIC TOOLS, Ltd. 
Toronto 





Spencer, Ohio, the Mid-West Forge 
Company, Cleveland, the Pittsburgh 
-oal Company, Pittsburgh, the First 
National Bank at Pittsburgh, and 
the Peoples-Pittsburgh Trust Com- 
pany. 
ok * * 
Yale and Towne Distributes 
New Folders 


The Yale and Towne Manufac- 
turing Company has ready four col- 
orful new descriptive folders on its 
line of hand lift trucks. Folder num- 
ber one is devoted to the Blue 
Streak, Stuebing line, truck; num- 
ber two describes the Red Streak, 
Stuebing line, another single stroke 
side lift model; in folder number 
three, is found a detailed description 
of the models “G” and “L” Cowan 
line trucks, and the fourth folder pic- 
tures and describes the Yale Mul- 
tiple lift trucks, Stuebing line. 

x * x 


American Asphali Paint 
Appoints Stensgaard 


Grover M. Hermann, president of 
the American Asphalt Paint Com- 
pany, Chicago, announced the ap- 
pointment of W. L. Stensgaard as 
advertising and merchandising man- 
ager of his company. Until early this 
year Mr. Stensgaard was general 
sales and advertising manager of 
stores for Montgomery Ward and 
Company. He was with Ward for a 
period of three years and prior to 
that time directed the Dealer Helps 
Division of the Stewart-Warner Cor- 
poration. 

Mr. Stensgaard has served several 
terms as president of the Inter- 
national Association of Displaymen 
and has also been active in publicity 
and advertising organization affairs. 

i 
Frederick C. J. Wiss Dies 

Frederick C. J. Wiss, president 
and treasurer, J. Wiss and Sons 
Company, Newark, New Jersey, died 
October 9 at his home in East 
Orange, New Jersey, after a year’s 
illness. He was 73 years of age. 

He first came to the firm when he 
was 16. His father, the founder of 
the organization, was then head of 
the firm. The company at that time 
employed only three men and the 
power for its machines was supplied 
by a treadmill operated by a New- 
toundland dog. 


Mr. Wiss was a director of the 
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TRUCK CASTERS 


Mill supply and power transmis- 
sion executives will find in Bond 
truck casters all those qualities 
necessary for efficient, depend- 
able caster service. Every caster 
in the Bond line must fulfill your 
most rigid requirements. Let us 
send you a catalog. 





Patented 


28-A Series 
With Semi-Steel Base 


Made in various types of wheels: Plain 
bearing, Roller-bearing, Rubber Tired, 
Thread Guard, etc.. 


og 


LES-NOIS Swivel- 
Type Caster 


Heavy Duty Swivel- 
Type Caster 


Bond Power Transmit- 
ting Machinery is man- 
ufactured to conserve 
every possible ounce of 
power in your line 
shafting machinery. 
Write for our catalog. 


Foundry & Machine Co. 


Manheim, Lanc. Co., Pa. 
Phila. Office: 617 Arch St. NN. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 
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GILMER 


V-BELTS 
REPRESENT 


GILMER 


ENGINEERING 





V-belts and V-drives have superseded 


all other types of drives in installations 








of many different kinds with marked 
advantage. @ But, with all the achieved success of the V principle, the engineer must 
continue to have an important part in the construction of V-belts and the design of 
V-drives. @ Gilmer engineers pioneered important features of design and construction 
that have since been adopted by the Industry generally. @ And, as further evidence 
of the acceptance of Gilmer engineering, we point to the enormous replacement busi- 
ness built up on Gilmer V-belts, proving the superior performance of our belts under 
practical usage. @ That Gilmer V-belts have been, are now, and will be better 
| belts is largely due to the fact that Gilmer engineers do not rest upon their 


laurels, but continue their intensive 





efforts to give to Gilmer Belt 
users the utmost in V-belt service. 


L. H. Gilmer Co., Tacony, Phila., Penna. 









Makers 
of the World’s 
Best Known V-Belts 












This 400 h. p. Gilmer V-Belt Drive installed by our distributor, J. Russell & 
Co., Inc., Holyoke, Moss., for Collins Mfg. Co., North Wilbraham, Masse 
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These Manufacturers Who Sell Through 








Powertul 
Backing 


MAINTENANCE ENGINEERING 


Read by maintenance superintendents, plant engineers, master mechanics, 


Alemite Corporation 

Alexander Brothers, Inc. 
Allis-Chalmers Mfg. Company 
American Blower Corp. 
American Cable Company 
American Fixture Company 
American Pulley Co., The 
Appleton Electric Company 
Bussmann Mfg. Company 
Byers Company, A. M. 

Colt’s Patent Fire Arms Mfg. Co. 
Cutler-Hammer, Inc. 

Dayton Rubber Mfg. Company 
Dayton Safety Ladder Co. 
Detroit Belt Lacer Company 
Diamond Chain & Mfg. Co. 
Diehl Mfg. Company 

Electric Valve Mfg. Company 
Fafnir Bearing Company 

Falk Corp. 

Gates Rubber Company 

Gears & Forgings, Incorporated 


chief electricians, etc. 


General Cable Company 
Gilmer Company, L. H. 
Goodrich Rubber Co., B. F. 
Hammond Clock Co. 
Houghton Company, E. F. 


Irvington Varnish & Insulator Co. 


Jones & Laughlin Steel Corp. 
Kester Solder Company 

Lincoln Electric Company, The 
Linde Air Products Co., The 












































Link-Belt Company 

Mica Insulator Company 

Morse Chain Co. 

Norma-Hoffman Bearings Corp. 
Ohio Valley Pulley Works, Inc. 
Philadelphia Gear Works 

Quincy Compressor Co. 

Reeves Pulley Company 

Republic Rubber Company 
Rockwood Mfg. Company, The 
Roebling’s Sons Company, John A. 
S. K. F. Industries, Inc. 

Standard Pressed Steel Company 
Thermoid Rubber Company 
Thompson Electric Company, The 
Timken Roller Bearing Co., The 
Tyson Roller Bearing Corp. 
Wagner Electric Corporation 
Westinghouse Lamp Company 
Wing Company, L. J. 

Wood’s Sons Company, T. B. 
Worthington Pump & Mach. Corp. 


MAINTENANCE ENGINEERING 


330 West 42nd Street 


(Formerly INDUSTRIAL ENGINEERING 


McGraw-Hill Publishing Co., Inc. 


New York City 





Set Re 
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to help you sell! 


Let’s get this straight. Advertising rarely gets the actual order but it does unquestion- 
ably reduce the amount of sales effort required to get the order. 


You are particularly fortunate at this time if you handle the products of any of the 
manufacturers listed on this or the opposite page. These concerns are aggressively 
backing their distributors by advertising the products you sell to your best prospects 
in all lines of manufacturing. 













Distributors Are Advertising in 


FACTORY AND INDUSTRIAL MANAGEMENT 


Read by general managers, general superintendents, works managers, 
superintendents, etc. 


Alemite Corporation Houghton Company, E. F. Norton Company 
Allis-Chalmers Mfg. Company Hyatt Roller Bearing Company Nutting Truck Company 
American Air Filter Co. Independent Pneumatic Tool Co. Ohio Valley Pulley Works, Inc. 
American Blower Corporation Jeffrey Mfg. Company, The Osborn Manufacturing Co., The 
American Steam Pump Company Kester Solder Company Porter, Incorporated, H. K. 

. American Well Works, The Marion Malleable Iron Works Propellair Company 
Bassick Company, The Modine Mfg. Company Puro Sanitary Drinking Fountain Co. 
Black & Decker Mfg. Company Morse Chain Company Quincy Compressor Company 
Bond Foundry & Machine Company 


Norma-Hoffman Bearings Corp. Reeves Pulley Company 


Richards-Wilcox Mfg. Company 
Rockwood Mfg. Company, The 
Clipper Belt Lacer Company Roebling’s Sons Company, John A. 
Cutler-Hammer, Incorporated Rundle-Spence Mfg. Company 
Dayton Rubber Mfg. Co. Management Service Caster & Truck Co. 
Dayton Safety Ladder Company Skinner Bros. Mfg. Co. 

Deming Company, The Swartwout Company, The 
Diamond Chain & Mfg. Company Thermoid Rubber Company 
Dodge Manufacturing Corporation Timken Roller Bearing Co., The 


Gates Rubber Company Tyson Roller Bearing Corporation 
Gears & Forgings, Incorporated Ventia@iies, fun 
ee ne eo Wagner Electric Corporation 


Hammond Clock Co. 
Hartzell Propeller Fan Company Yale & Towne Mfg. Co., The 


Buffalo Forge Company 
Bussmann Mfg. Company 
Clarage Fan Co. 


Factory ad Industrial 





FACTORY ann INDUSTRIAL MANAGEMENT 


McGraw-Hill Publishing Co., Inc. 
330 West 42nd Street NEW YORK CITY 
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Distinctive 
Among 
Belt Lacings 


Alligator Steel Belt Lacing combines 
the features of (1) a smooth, flexible, 
rocking joint, (2) great surplus 
strength, (3) preservation of the belt ends and (4) easy, rapid 
application with a hammer as the only tool. It compresses the 
belt end in a powerful vise-like grip. No holes to punch. Often 
lasts the full life of the belt. Suitable for all types of belting. 
Eleven sizes. Made also in Monel Metal. You can recommend 


it “blind”. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street CHICAGO, ILL. 
In England at 135 Finsbury Pavement, London, E. C. 2 
































































The Wolves of Lenox 
In a fearsome chorus of barks and 
savagely snapping jaws they broke 
from the highland forests of old Scot- 
land and rushed with the speed of the 
wind down thru the pastured flocks. 
Nothing stood before their super- 
strength, speed and clean cutting teeth 
—when the Wolves of Lenox were on 
the job! 
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every corner of the land—a de- k ~ me 
ad for “The Tools in the SS eS SSSss 
\ Plaid Box”—from shops and j SRR ’ 
een men to whom hack saw blades SORE if 
SRNR of super-strong, quick cutting ee 
SSS Sl and long lasting qualities are Re 


essential. 
Stock up on Wolves of Lenox. 
Watch your profits shoot up too. 
Our special sales plan will help 
you get these blades started in 
your territory. Write for par- 
ticulars today. 
“‘The Tools in the Plaid Box"’ 


American Saw & Mfg. Co. 
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Employers Association of New Jer- 
sey and one of the founders of the 
New Jersey Manufacturers Associa- 
tion. He is survived by Mrs. Wiss, 
two sons and a daughter. 


* * * 


Crow Handles Ohio Brass Sales 
in Upper New York 


H. H. Crow, with headquarters at 
the New York office of the Ohio 
3rass Company, is now in charge of 
a sales territory for the Ohio Brass 
Company in upper New York state. 

Mr. Crow came from the Wal- 
worth Manufacturing Company to 
Ohio Brass seven years ago. During 
most of that time he has been asso- 
ciated with the sales department on 
the Pacific Coast and in the Middle 
West. 


* * * 


Erickson District Representative 
for Foote 


Foote Brothers Gear and Machine 
Company, Chicago, has recently ap- 
pointed L. W. Erickson to succeed 
E. L. Parsons as district representa- 
tive on IXL gears and speed reducers 
for the Milwaukee and Wisconsin 
territory. He will take over the terri- 
tory November 1. 

Mr, Erickson is a mechanical en- 
gineer and brings with him a wealth 
»{ experience from years especially 
devoted to working with the indus- 
‘rial trade on problems involving the 
use of gearing and speed reducers. 


* * * 


Acetylene Association Convention 
in Chicago in November 


A very comprehensive discussion 
of methods for testing oxy-acetylene 
welded joints was one feature of 
ithe thirty-second annual convention 
of the International Acetylene Asso- 
ciation at the Congress Hotel, Chi- 
cago, November 11, 12, and 13. The 
attendance, numbering over 1,500, 
was the largest ever present at a 
welding convention. 


At the weld-test session, Novem- 
ber 11 at 8:15 P. M., Prof. H. L. 
Whittemore of the United States 
Bureau of Standards spoke on 
he importance of tests to welders 
and to users and makers of welded 
products. There was a dramatized 
demonstration of visual and stetho- 
scopic tests; hammer, bending, ten- 
sion and hardness tests; invisible-ray 
tests; specific gravity, compression, 
and internal pressure tests. At this 











DECEMBER, 1931 MILL SUPPLIES 
















SELLING “National” Twist 
Drills & Tools is a profitable 











source of business to the dis- 
tributors who realize the 
merchandising possibilities in 


handling a quality line of 









small tools. 





MANUFACTURERS 


of pARABOLIt 


MILLING CUTTERS 


»d 16 DRILLS 


TWIST DRILLS - REAMERS - HOBS - MILLING CUTTERS - SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL COMPANY 


DETROIT, U. S. A. 


BRANCHES 


New York, N. Y. a Philadelphia, Pa. 7 Chicago, Ill. * Cleveland, Ohio 
TAP & DIE DIVISION, WINTER BROTHERS CO., WRENTHAM. MASS. 
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for 


Resale Only 





Make 1932 a good year in packing 
sales and profits by selling Linear 
products—a 100 per cent quality line, 
complete for all conditions of service. 
No competition from your source of 
supply. se your own brand name if 
you desire. We support you all the way. 

Prepare to start the new year right. 
Write now for complete information. 





AND HERE TOO! 


No. 4 of a series 





Grain ele- 
vators offer 
a steady 
market for 
car movers—for a lot of them haven't enough 
or efficient enough movers to move grain cars 
with ease and dispatch. 

It’s easy to convince elevator operators that 
ATLAS has the plus power that means A-l 
service. 

And you'll be surprised at how many orders 
for other items can be picked up when you've 
paved the way by an Atlas Car Mover sale. 
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APPLETON CAR MOVER CO., Appleton, Wis. 





particular session, a weld-strength 
estimating contest was held. Three 
welded specimens were displayed, 
and everyone present had a chance 
to estimate their average tensile 
strength. The five estimates closest 
to the figures revealed on a portable 
tensile testing machine won valuable 
prizes. 

Other speakers at this session 
were Dr. Lewis Land, educational 
director of the Heating and Piping 
Contractors’ National Association, 
and Thomas Jones, superintendent 
cf welding for the Illinois Steel 
Company. 


HE other sessions covered every 

important field where oxy-acety- 
lene welding is used, opening on 
November 11 at 2:00 P. M. with a 
talk by Rufus C. Dawes, president of 
“A Century of Progress.” 


Prof. Comfort A. Adams of Har- 
vard, and G. O. Carter, consulting 
engineer, discussed the welding situ- 
ation in general. 


ess in transportation industries was 
treated on November 12 at 10:00 
A. M. At 2:30, November 12 out- 
standing authorities on welded piping 
discussed welded heating, water, 
and air-conditioning systems; over- 
land oil and gas lines; and the use 
of special fittings for welded instal- 
lations. 

The Chemical Industry Session, 
November 13 at 10:00 A. M. dealt 
with high-pressure, high-tempera- 
ture chemical piping; methods of 
welding the new corrosion-resisting 
alloys; and welded power piping. 
Charles Gorton, chairman of the 
Uniform Boiler Law Society, ex- 
plained the use of gas welding under 
the revised A. S. M. E. Boiler Code. 

The two o’clock meeting treated 
engineering education in welding 
with W. H. Mager of the General 
Motors Institute of Technology and 
Prof. S. C. Hollister of Purdue Uni- 
versity, as the speakers. At this ses- 
sion the Oxy-Acetylene Committee 
Report describing the year’s progress 
in the use of welding’ was presented. 


* * * 


R. T. Crane Is Dead 
Richard T. Crane, Jr., who since 
1914 had headed the Crane Company, 
died of heart disease on his fifty- 

eighth birthday, November 7. 
On November 11, the day of his 





funeral, the 18,000 employees of the 





The use of the oxy-acetylene proc- ~ 
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Depression or No Depression 
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Distributors 
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URING the present period of 

strictest economy, these sev- 
enty-four forward-looking distrib- 
utors have issued new catalogues. |/J 
They are reinforcing their sales- 





men’s work, and seining their terri- |, 
tories for those profitable mail and |4 
*phone orders that are so vital for 
thesuccess of any distributor’s busi- 
ness. @ It is more necessary now 
than ever before to get orders for 
supplies at the lowest selling ex- 
pense. And nothing elseapproaches [I 
good catalogues for doing this. e In 
good timesand bad, progressive dis- 
tributors have issued approximate- 
ly 1000 «Repeat Order” editions of 
Donnelley catalogues. This is due 
to one fact. They have proved that 
Donnelley catalogues pay. e Facts 
about the profit possibilities of '” 
such a catalogue, geared to your 
business, are yours for the asking. 
No obligation. 
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Catalogues Indicated by Arrows 
are **Repeat Orders” 


R. R. DONNELLEY 
& SONS COMPANY 


350 East 22nd Street, Chicago 
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a torch or furnace, 
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Drill Users who have required high 
speed drilling with uniformity of per- 
formance, less breakage, and less 
grinding always remember that 
Red Shield” Drills will give such service, 
and consequently specify them. 


Also Leading Distributors always 
sell QedShield” Drills because their 
customers create new trade by con- 
stantly recommending their results. 
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THE STANDARD TOOL (10 


CLEVELAND 
New York: 94 Reade St. Chicago: 552 W. Washington Blvd. 
London and Leicester, England Fredk. Pollard & Co., Ltd. 


Paris, France—Burton Fils. Geneva, Switzeriand—im-Fo-Sa 














company in 175 branches throughout 
the world participated in a tribute to 
to him. All of the company’s work 
was suspended for the day. Arrange- 
ments were also made for the em- 
ployees to view the body of their 
employer. He was noted for his phi- 
lanthropy to employees, having dis- 
tributed $12,000,000 in company stock 
to workers in the last six years, all of 
it taken from his private fortune. 

Another of Mr. Crane’s philan- 
thropies was his gift of $150,000 
tower and carillon for St. Chrysto- 
stom’s church in December, 1925. 

Mr. Crane was a native Chicagoan. 
He spent his entire business career 
in the business which his father, 
Richard T. Crane, founded in 1855. 
He entered the Crane Company 
works in 1896, a year after being 
graduated from Yale University. He 
was made second vice-president in 
1898 and president in 1914. 

His widow, Mrs. Florence Higin- 
botham Crane, a son, Cornelius, and 
a daughter, Florence, survive him. 


* * * 


Patent Suit Dismissed 

Suit for infringement of patent 
brought against James P. Marsh and 
Company, by the C. A. Dunham 
Company, which has been pending 
for three years in the United States 
District Court at Chicago, has been 
dismissed by consent of counsel. 


*x* * * 


New Trent Bulletins 
The Harold E. Trent Company, 
Philadelphia, has issued two new bul- 
letins, one on electrically heated melt- 
ing pots of various designs, kettles 
and ovens; and the other on strip, 
ring and tubular heating elements. 


* * * 


Two Companies Licensed to Use 
Dardelet Method 

The Automatic Products Company 
and National Machine Products 
Company, both of Detroit, Michigan, 
have been licensed by the Dardelet 
Threadlock Corporation to manufac- 
ture bolts and nuts, cap screws, set 
screws, and studs threaded with the 
Dardelet self-locking screw thread. 


* * * 


New Clark Flexible Coupling 
Leaflet 
A new leaflet on flexible couplings 
has just been issued by the Clark 
Coupling Company, New York. 
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A department for distributors 


and salesmen 


We Put Our Salesmen Through a 
FACTORY- TRAINING 





7 E are thoroughly sold on the practice of send- 

W\ ing our salesmen at periodic intervals to the 

plants of manufacturers whose lines we handle. 

We are especially desirous of having them visit manu- 

facturers of the larger and more technical equipment in 

our line because it, of course, requires a higher order 

of technical sales knowledge than ordinary supply and 
equipment items. 

There are several reasons for having our men make 
these trips. First, they give them a better practical 
knowledge of the machinery they sell. Seeing equipment 
made, they learn the details of construction. They see 
the care with which the parts are made down to the 
thousandths of an inch. They watch the exactitude with 
which the steel is tempered. They make observations in 
the engineering department, where experiments are con- 
stantly being made to bring out better machines than 





COURSE 


Increased sales have proved to us the 
advisability of sending our salesmen to 
the factories of our sources of supply to 
obtain practical information first-hand 


By LEON ROSENBAUM 


President, J. Jacob Shannon and Company, 
Philadelphia 


have been produced in 
the past. As a result, the 
men come away with the 
sincere belief that they 
are selling the finest line 
possible to produce—that 
if better machines are 
made, this factory will 
make them. 

Another big advantage 
of these plant visits 
is the factory training 
which our salesmen get. 
They are taught how to 
make minor adjustments 
which are usually neces- 
sary when a machine is 
first put to use. Further, 
they acquire the ability to make ordinary adjustments 
and repairs on old equipment. In this way, considerable 
good-will is built up, an asset of immeasurable value. 

The actual contact which our salesmen have with the 
men at the factory is an important “by-product” of our 
policy. Many minor difficulties and misunderstandings 
are ironed out when both men discover that, after all, 
each is a human being. We have found that informa- 
tion, sales helps, deliveries and quotations are much 
easier to get in a hurry if we can write to Joe or Pete 
rather than just to the company. 

At the time of this writing, all our salesmen are at 
the plant of the firm whose concrete mixers and other 
allied products we handle. The trips are made in slack 
seasons, when our men would normally be wearing out 
great quantities of shoe leather and sidewalks looking 
for future business that isn’t (Continued on page 88) 
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NEws of the Construction 
Equipment Field ¢ 


W. J. Koehring Succeeds P. A. 
Koehring in National Equipment 


ILLIAM J. Koehring, vice- 

\ president, National Equip- 

ment Corporation, Milwau- 

kee, and president of its subsidiary, 

Koehring Company, has been made 

president of the National company 

succeeding his brother, Philip A. 
Koehring, who died recently. 

W. J. Koehring has been in charge 
of production of the Koehring Com- 
pany since its establishment in 1910 
and supervisor of production of the 
National corporation since its forma- 
tion in 1928 as a merger of his com- 
pany with five others manufacturing 
highway construction machinery. 

P. A. Koehring was found dead in 
his automobile in a field near Maus- 
ton, Wisconsin, on October 31. He 
was born in 1876 and as a youth be- 
came a machinist’s apprentice in Mil- 
waukee. He developed the first con- 
crete highway paving unit and in 
1910 opened a small machine shop 
for its manufacture. In 1928, Mr. 
Koehring effected the consolidation 
mentioned above. 


New Equipment Group 
Organized 

Under the auspices of the Associ- 
ated Equipment Distributors, the 
Southern distributors held a meeting 
at the Biltmore Hotel, Atlanta, Geor- 
gia, on November 6 and 7. As a 
result of this gathering there was 
formed the “Southern Equipment 
Distributors Association.” The off- 
cers elected by this new group are: 
president, Goodlow Yancey, Yancey 
Brothers, Atlanta; secretary, W. S. 
Armstrong, R. S. Armstrong and 
Brothers Company, Atlanta; treas- 
urer, R. R. Nixon, Nixon-Hasselle 
Company, Chattanooga. 

The meeting was attended by 35 
distributors from 8 states. Prior to 
the forming of the new group, the 
meeting was addressed by the three 
men later named as officers. Among 
the other speakers were George 
Puchta and A. C. Blaisdell, Queen 
City, Supply Company, Cincinnati; 
J. T. Evans, Nashville Tractor and 
Equipment Company; W. C. Caye, 
Wilson, Weesner and Wilkinson 
Company, Atlanta; T. I. Lloyd, Bur- 








Breaking ground for the new home of C. J. McCarty and Company, construction 
Mr. 


equipment distributors, Boston. 
Mr. 


, Jr., next him, has shovel resting on the ground. Work was started 
August 31 and the building which is located in South Boston, was occupied November i. 


, Sr., is seen with shovel upraised while 





The Pacific Pump and Supply Company 
of San Francisco handles plenty of con- 
struction equipment material and when the 
Mill Supplies’ representative called every- 
body was out hustling for business except 


E. J. Cereghino, left, and Treasurer T. H 
Sherrard. 





dick and Hunter, Chicago; M. R. 
Hunter, Hunter Machinery Company, 
Milwaukee, and H. W. Fletcher, 
Fletcher Equipment Company, New 
Orleans. 

The launching of this southern 
group is in accordance with a move- 
ment to build strong local associa- 
tions in various sections of the 


country. 
* * * 


We Put Our Salesmen Through 
a Factory-Training Course 
(Continued from page 87) 
going to “break” for several months. 
This particular trip takes four days 
and I feel that much more is accom- 
plished by it than if our men were 

making unproductive calls. 

By planning our off-season work 
in this way, we are able not only to 
avoid laying off salesmen, but also to 
bring the efficiency of our sales force 
to a high standard, so that it is fitted 
to make a concerted drive for spring 
business. 

After all, I could list advantages 
by the dozen, but such a cataloging 
would be just that much waste space 
if the system didn’t produce results. 
The fact of the matter is that this 
method does increase sales. On re- 
turning from these trips, our men go 
after the business with such renewed 
enthusiasm and are armed with such 
valuable, fresh, sales-producing facts 
that any business lost during the few 
days the men are gone is more than 
made up for later, as is shown in the 
actual increase in our total average 
volume of sales. 
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S. H. Disston Assistant General 
Manager of Disston 

It is announced by Henry Disston 
and Sons, Incorporated, that, effec- 
tive November 16, S. Horace Disston, 
formerly vice-president of the com- 
pany in charge of sales, has been 
made second vice-president and as- 
sistant general manager of the com- 
pany. 

The sales activities of the company 
have become consolidated into three 
major divisions. David W. Jenkins 
will continue to direct the sales activi- 
ties in the mill division; sales to the 
hardware trade will continue under 
the supervision of George W. Eck- 
hardt; and Harry K. Rutherford has 
been made sales manager of the in- 
dustrial division. 

2-2 


New Morse Chain Catalogs 

New catalogs have just been issued 
by the Morse Chain Company, Ith- 
aca, New York, on flexible couplings 
and roller chain drives. Both book- 
dimensions, as well as_ illustrative 
photographs and diagrams. 

x * x 


Armstrong Machine Publishes 
New House Organ 

The first issue of ‘““The Armstrong 
Trap Magazine,” which is to be pub- 
lished monthly by the Armstrong Ma- 
chine Works, Three Rivers, Mich- 
igan, was distributed last month to 
users of steam traps in many differ- 
ent industries. The purpose of the 
magazine is to bring before readers 
the latest pictures and reports of de- 
velopments, improvements, methods 
and solutions of typical trap prob- 
lems. It is hoped that through the 
interchange of ideas all may profit 
whether they be operators of laun- 
dries, oil refineries, greenhouses, 
power plants, chemical plants, dry 
cleaning establishments, or factories 
in the other industries that use traps. 


It is planned that each issue will 
carry a feature article dealing with 
the proper application of traps to 
specific classes of equipment. Unit 
heaters are so treated in the first issue 
and storage type hot water heaters in 
the second issue. In preparing the 
editorial material all of the forty-odd 
Armstrong representatives contribute 
and cooperate ; thus the practices rec- 
ommended really represent a nation- 
wide survey which brings to light 
practically every phase of the prob- 
lem. 























Don’t Substitute! 


When you buy 
Hand Trucks 
look for that name 


a 


Fairbanks 











Fig. 301A—Barrel 











It is your Guarantee 
of the Quality of 
the Product— 





Fig. Q2183—Grocery 


whether it is a Hand 
Truck, Push Cart, 
Wheelbarrow, Truck 
Wheel or Caster, 


Fig. 01855—Platform 
it always means the 
same NYA 


Fig. 201—Store 


“Standard for Quality’’ 


The 
FAIRBANKS 
Company 

New York 


Factory—Rome, Ga. 
Distribution Everywhere Write for No. 950 Catalog 











Fig. 208-4XX— 
Warehouse 


Boston Pittsburgh 
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New Construction Equipment Products 
























NEW cab has been announced by 

The Thew Shovel Company, 
Lorain, Ohio, as standard equipment 
on its complete line of Lorain shovels 
and cranes. Curves have been substi- 
tuted for angles throughout the entire 
construction. Doors, all sliding from 
the inside, are placed at strategic points 
at both back and sides. The rear of 
the cab consists of three full length 
sliding panels on three separate tracks. 


HE 





















crawl 








HIS scraper being made by the Highway Trailer 

Company, Edgerton, Wisconsin, is operated in con- 
nection with Caterpillar tractors. Power is taken from 
the tractor for driving the rakers on the inside of the 
scraper, also for raising and lowering the body when 
dumping. The machine is made in two sizes, the 3% 
cubic yard, and 5% cubic yard sizes. 






































NEW Meyer auto snow plow which can be quickly 

attached to any car or light truck is being offered by 
the Shunk Manufacturing Company. Two clamps fasten 
on the front axle of the car. The ends of the attachment 
arms of either plow or shovel are slipped into place in the 
clamps, two bolts are inserted, and the plow is ready for 
service. 





tractor just 
Marion, Ohio, combines in one machine a tractor and road roller. 
It was designed especially to meet the requirements of heavy duty 





announced by The Hercules Company, 


tractor users and heavy construction and road con- 
tractors. Each rear crawler unit is free to rotate 
on its axle and combined with the gyroscopic 
mounted front wheel, gives the machine a three- 
point suspension which compensates for the most 
uneven ground encountered on any type of job. 























HE Erie Steel Construction Company, Erie, 

Pennsylvania, has announced a new hook-on 
clamshell bucket which is immediately available for 
work on cranes by placing the bucket yoke on the 
crane hook. Complete operation of the bucket is 
carried on from the crane cab. The high carbon 
steel lips extend to the top of the scoops and tie in 
with the hinges at this point. The back band 
extends entirely around the bucket and also ties 
in with the hinges. 
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New DeVilbiss Specialty Catalog 
is Ready 
A catalog giving complete descrip- 
tions and prices of specialty spray- 
painting outfits for general use has 
recently been published by The 
DeVilbiss Company, Toledo, Ohio. 
This catalog not only lists the types 
of specialty equipment made by the 
company but gives detailed informa- 
tion as to their correct use and appli- 
cation. ; * * 


A Correction 

Through an error the advertise- 
ment of the Diamond Rubber Com- 
pany of Akron, Ohio, which appeared 
in the November issue of MiLt Sup- 
PLIES, was printed on a _ two-page 
black and white spread instead of a 
single green sheet, which is the form 
in which the Diamond Rubber firm’s 
advertisement usually appears. 

* * 6 
Wagner Electric Issues New 
Loose-Leaf Bulletin 

Small motors are described and il- 
lustrated in a new 30-page bulletin 
recently issued by the Wagner Elec- 
tric Corporation, 6400 Plymouth 
Avenue, St. Louis. The bulletin is 
divided into 8 parts describing single- 
phase, polyphase, and direct-current 
motors in fractional-horsepower rat- 
ings. Special construction features 
are carefully illustrated and described 
in detail. 

The new bulletin is known as 
“number 167” and is in loose-leaf 
form so that it can be kept up to the 
minute at all times. At the present 
time only 5 of the 8 parts are avail- 
able for distribution, but the missing 
three parts will be mailed at a later 
date to all those who request a copy 
of number 167 at this time. 

* * * 


Herman D. Horton Passes 

Herman D. Horton, eastern sales 
manager of Simonds Saw and Steel 
Company, was stricken with a heart 
attack and died at his home near Bos- 
ton on November 18. Mr. Horton 
was born in Mount Holly, Vermont, 
61 years ago. 

He entered the employ of the 
Simonds Saw and Steel Company in 
1900 and had held the position of 
eastern sales manager for the past 20 
years during which time his genial 
personality made for him a host of 
friends throughout the hardware and 
mill supply industries in the east and 
south Atlantic states. 





Don't Wait 


Until Tomorrow 


—in planning for 


1932 


Your profits on brushes and 
brooms during the coming 
year will depend largely on 

- the foresight with which you 
CAPITAL ‘‘Red Cap’ Brushes 


end Greems sre mode te the plan your 1932 activities. 
cad ‘cosnemy are guarentecs. A sales program with the CAPITAL 


EDONDE 


’ 








“Red Cap” line, skillfully constructed 
now and effectively carried out dur- 
ing 1932, will enable you to cash in 
on the increasing business that is sure to come very soon. 


The “Red Cap” line offers you a great opportunity to get out in 
front with quality products that are backed by a plan of sales 
cooperation, tested and proved over the years. Write now for 
complete information on our line and our distributor plan. 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 


126 Brush Street, Indianapolis, Ind. 


























Welding—Now the 8th Industry in the Country— 


What Does This Mean to You? 


URTHER remarkable expansion of welding activities in 
1932 is certain. Welding is favored more, day by day, 
among architects, engineers and manufacturers. 

Progressive distributors are making plans now to cash in on 
the demand thus created for good welding and cutting equip- 
ment and supplies. 

Investigate your opportunities with TORCHWELD—the line 
of speed, efficiency, economy and thorough safety. 


Write today for our exclusive, profit-making proposition 
for distributors. Don’t delay. 








‘TORCHWELD E.QurPMENT COMPANY 
224 N. Carpenter St., Chicago 


For Profits in 1932—Sell That 
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Seamless Pipe Couplings 


TESTED PIPE NIPPLES 
PACKED in CARTONS 


¥" TO 1” INCLUSIVE 
ASSORTED OR STRAIGHT 
STANDARD SIZES TO 6’ 
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NO DUST NO GRIT 
NEAT FIT 


Wheeling Machine Products Co. 
WHEELING, W. VA. 


When You Sell 
Genuine Hettrick 


You Sell 
Belt Economy 


That Means Results 


ENUINE Hettrick Stitched Can- 
vas Belting has always won out 
when the question of economy in op- 
eration has arisen. Test after test 
has proved that it not only measures 
up to the highest standards of effi- 
ciency but keeps belt expense down 
to the minimum. 

















That is why Genuine Hettrick is in use 
wherever tests have been made. That is 
why our business through distributors has 
kept up well despite recent conditions. 
That is why Genuine Hettrick will go 
over big for aggressive distributors in 
1932. Give thought to your 1932 belting 
business now. Write for full details and 
distributor profits. 


(See our exhibit on Page 156 of the 
MILL SUPPLIES CATALOG and 
DIRECTORY) 


Hettrick Manufacturing Co. 
Summit and Magnolia Sts. 
TOLEDO, OHIO 











Bond Issues New Truck Caster 
Catalog 


The new truck caster catalog being 
distributed by the Bond Foundry and 
Machine Company lists and _illus- 
trates casters for service from the 
lightest to the very heaviest. Several 
new types of casters which have not 
been shown before are included. 





Selling Materials-Handling Equip- 
ment by Showing Money Savings 
(Continued from page 23) 
to be torn down when the time came 

for expansion. 

So, it is obvious that selling ma- 
terials-handling equipment isn’t just 
a matter of bringing the buyer over 
to our warehouse and showing him 
what a lot of good-looking machinery 
we have. The biggest part of our 
work is to study the problems of the 
customer’s business and then apply 
our knowledge of our own business 
to his, so that we will be able to 
show him ways of saving operating 
costs and increasing efficiency. 





What’s Going on at the Mer- 
chandising Committee’s 
Headquarters 
(Continued from page 33) 
one morning to find out first-hand 

just what is the situation. 

Here are our own observations. 
The offices of the Committee are com- 
fortable yet modest ; no wasted money 
on unnecessary frills. As we walked 
into Gattshall’s office, he was busy 
studying the morning mail—a heavy 
mail it was, too. 

“This program of the Committee is 
really beginning to click,” commented 
Mr. Gattshall. “Just look at this stack 
of letters concerning the work; some 
from subscribers seeking informa- 
tion, others from prospective sub- 
scribers inquiring as to the aims of 
the Committee, and still others send- 
ing in their signed subscriptions.” 

We did look and were thoroughly 
impressed for here was tangible evi- 
dence of real interest. 

“You know,” remarked Mr. Gatt- 
shall, “I suppose I’m being criticized 
by some for not spending more time 
on the road, holding group meetings 
and selling prospective subscribers on 
climbing aboard the band-wagon.” 

“Yes,” I agreed, “there are un- 
doubtedly some who hold that belief.” 

“Well, here’s how I feel about it,” 
Gattshall went on. “Hit and miss 
selling is not going to get us any- 





ARM - HAMMER 
Wrot Iron Anvils 


CRUCIBLE STEEL FACE 





Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 








To Distributor Executives: 


When you’ have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


Send us today the names and ad- 
dresses of the men who should re- 
ceive the Magazine. A bill will be 
sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 
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You Can Sell It 
Profitably in 










NEW 
CODE STYLE 
FEDERAL 
TYPE—"A" 
SIREN 


2 


$65.00 


Why? Because there is a very defi- 
nite need for this “signal with a pene- 
trating cry" in all types of plants in 
every territory... You don't have to be 
an engineer. Let us point out your 
markets and the simple methods for 
reaching them successfully. 
* 


If you want a profitable specialty with a real 
sales appeal for next year, consider the Federal. 
Write for Complete Informatiaon, 


FEDERAL ELECTRIC CO. 
8712 S. State St. Chicago, Ill. 
New York Branch: 60 East 42nd St. 








Can be 
attached 
to any 
Electric 
Drill 


STEP UP PROFITS with 
THIS MODERN DRILL 


HAMMER 


Here is a good, inexpensive 5%” 
drill hammer that fits your 
customers’ needs exactly. Its 
quality and economy have won 
ready acceptance for it every- 
where. 


" Such a tool can’t fail to make 
profits for you if you get be- 
hind it. Write for details. 


UP-TO-DATE 
ye Machine Works 








2915S SO. WABASH AVE. 


CHICAGO 


































where. A solid foundation must first 
be laid and that’s what I’m endeav- 
oring to do now. Hundreds of letters 
are being written from subscribing 
distributors to non-subscribers ; from 
subscribing distributors to non-sub- 
scribing manufacturers; from sub- 
scribing manufacturers to non- 
subscribers; and from subscribing 
manufacturers to non-subscribing dis- 
tributors. 

“Further than that, the National, 
Southern and American Associations 
are doing their best to interest their 
members in the work. 

“Then, too, this office is working 
at top speed answering inquiries and 
stirring up new interest. Our month- 
ly bulletin, The Coordinator, is cre- 
ating a good deal of interest, also, 
and is a real aid in keeping subscrib- 
ers advised as to what is going on. 

“Right now,” continued Gattshall, 
“I’m laying plans for organizing 
group meetings in the important cen- 
ters to be held after the first of the 
year, at which time [| believe our 
chances for securing further support 
from the field will be much better 
than at present. First of all we will 
have entered a new year and business 
sentiment should be more favorable. 
Secondly, the field at that time will 
be far more conscious of the con- 
structive efforts we are putting forth, 
due to the groundwork we are now 
laying. 

“Holding group meetings costs 
money ; travelling expenses are high, 
so when I start out I want to be sure 
of the best possible results. That’s 
why I’m not rushing blindly into this 
end of the work.” 


RETTY sound reasoning we 

agreed. This fellow Gattshall isn’t 
any more interested in squandering 
the other fellow’s money than he is 
his own. A commendable trait, we'd 
say. He’s looking for results and 
from all appearances will get them. 

There are no office hours at the 
Committee headquarters. Gattshall 
thinks, eats, and lives his work from 
the crack of dawn to late evening. 
We discussed the program and plans 
for putting to work the facts con- 
cerning economical industrial distri- 
bution already available, long into the 
night. 

And when we finally pulled out of 
Youngstown, we were more con- 
vinced than ever that success for the 
Joint Merchandising Committee’s 
program is just around the corner. 
















Flexible 
Shaft 
Outfits 


They Meet the Modern Demands 
of Your Prospects at Exceedingly 
Attractive Prices—and Without 
the Slightest Sacrifice in Quality. 


YOUR CUSTOMERS 
will be sur- 
prised at the 
low cost of 
WYCO Filexi- 
ble Shaft Out- 
fits. The secret 
rests in a new 
idea in design 
which enables 
us to manufac- 
ture them more 
economically, 
WYCO Filexi- 
ble Shafts can 
safely be rec- 
ommended for 
continuous 
duty work, 














































The outfit il- 
lustrated above 


1@ 


oo a \% 
.P. A.C. Mo- 
tor, 3600 or $55.00 
1800 R.P.M.; 
6 ft WYCO Resale Price 


flexible shaft, 


full ball bearing; 3”x"3 drum and 7” disc sander, 
Other attachments reasonably priced. 


Resale Price Complete......... $35.00 
POUONEL TIMS ...cccvccvseseses 


A complete flexible shaft portable unit; 4% H.P: 
A.C. motor, ball bearing flexible shaft and all 
attachments illustrated. 


Every Sale of a Wyco Flexible 
Shaft Outfit Means a Real 
Profit for the Distributor 


x * * 








[JNIVERSALSPEED SAW 


Fits Any Drill Chuck 


Every electric drill user is a prospect for the 
Speed aw. will saw through ~¥ - 
Reaches places inaccessible to other saws. A file 
converts it into a power filer. Attractively priced. 








DISTRIBUTORS—Let us point out your sales 
and profit opportunities with WYCO Motor- 
ized Tools. Write today. 


Wyzenbeek & Staff, Inc. 


566 W. Washington Bivd. 
Chicago, III. 
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BUSINESS TIPS 


AUSTIN, TEX.—Board of Re- 
gents, University of Texas, will build 
engineering building. Matthews and 
Kenan, Smith-Young Tower, San 
Antonio, Texas, engineers have been 
engaged to prepare plans. Cost will 
be more than $250,000 with equip- 
ment. Paul P. Cret, 112 S. 16th St., 
Philadelphia, is consulting architect. 

“* * x 


BALTIMORE, MD.—R. H. Boz- 
man, Inc., 1050 Gramby St., is plan- 
ning addition to refrigerating and 
cold storage plant, to be built at a 
cost of over $40,000 with equipment. 
James R. Cox, 4547 Harford Rd., is 
architect. 

K * * 

BERKELEY, CAL.—B. F. Stur- 
tevant Co., 2530 Sixth St., will build 
first unit of plant for the manufac- 
ture of ventilating apparatus, and so 
on at Gilman, Gamelia, Ninth and 
Eighth Sts. Project will cost about 
$500,000. 

* * * 

BUFFALO, N. Y.—Aldrich Mfg. 
Co., 55 Illinois St., plans to rebuild 
part of its plant recently destroyed 
by fire with a loss of $40,000 with 
equipment. 

‘7: s 

CLEVELAND, O.—Eaton Axle 
and Spring Co., E. 65th St. and 
Central Ave., will construct one-story 
addition, 160 x 142 ft., to cost over 
$150,000 with equipment. General 
contract has been let to Crowell and 
Little Construction Co., Hanna Bldg. 
George S. Rider Co., Marshall Bldg., 
is architect and engineer. 

x * * 

CLIFFSIDE PARK, N. J.— 
Board of Education plans to install 
manual training equipment in two- 
story and basement high school addi- 
tion at a cost of $230,000. R. J. 
Cadien, 545 George Rd., is architect. 

* * * 

COLUSA, CAL.—Pacific Gas and 
Electric Co., 245 Market St., San 
Francisco, will build one-story equip- 
ment, storage and distributing plant 
at a cost of $30,000 with equipment. 

es © 

CURTIS, NEB.—State Board of 
Regents, University of Nebraska, 
will construct one-story, 65 x 100 ft. 
shop building at State School of Agri- 
culture, at an estimated cost of $30,- 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








000. Architects are Meginnis and 
Schaumberg, 614 Federal Trust 
Bldg., Lincoln. 

3 * * 

DALLAS, TEX.—Oil Well Sup- 
ply Co., Clark Bldg., Pittsburgh, has 
leased a 5-story building for factory 
branch, storage and distributing plant 
which it will occupy early in 1932. 
This firm is a manufacturer of oil 
well drilling machinery. 

: . » 

DETROIT, MICH.—Timken De- 
troit Axle Co., Clarke Ave., will make 
improvements and extensions in one 
of its plant units, with facilities for 
production of silent automatic oil 
burners and parts at a cost of about 
$50,000. 

2 

EAST HAVEN, CONN.—Viking 
Flying Boat Co. will build a one and 
two story 85 x 100 ft. airplane 
hangar, and a 25 x 100 ft. shop and 
office building. Company can_ be 
reached care of M. Linenthal, 250 
Devonshire St., Boston. 

* * x 

EAST LANSING, MICH— 
Board of Trustees, Michigan State 
College, plans to make extensions in 
its power plant with installation of 
boilers, stoker and accessories, at a 
cost of $65,000. 

: * 

ELKHART, IND.—lIllinois Car- 
ton Co., 2601 N. Crawford Ave., Chi- 
cago, has plans for construction of a 
one story, 130 x 200 ft., factory at 
Clark and Elkhart Sts. at an esti- 
mated cost of $40,000. 

x ok x 

ENGLEWOOD, N. J.—Bergen 
Art Metal Works, Inc., has been or- 
ganized to take over and expand com- 
pany of that name with plant at 5 E. 
Demarest Ave., Frank and Joseph 
Heidelmeier, are the principal incor- 
porators. 

ok * 4 

GREENFIELD, MASS.—School 
Board is planning to install a manual 
training department in new junior 


high school at a cost of $375,000. 
Bernard Dirks, 278 Main St., is 
architect. 

:* * 

JEFFERSON CITY, MO.—State 
Highway Commission has let general 
contracts for 14 one-story repair and 
maintenance buildings for equipment 
at various locations, each shop to be 
41 x 80 ft. Chief engineer is T. H. 
Cutler. 

a 

LONG ISLAND CITY, N. Y.— 
KE. Eisnacker, 204 W. 14th St., New 
York, will build a 2-story 50 x 100 
ft. factory at 45th Ave. and 11th St., 
at an estimated cost of $40,000. 

* * * 

LOS ANGELES, CAL.— Los 
Angeles Soap Co., 617 E. First St., 
has asked bids on general contract 
for one-story and basement addition, 
to be 140 x 268 ft., and cost over 
$90,000 with machinery. Architects 
are Morgan, Walls and Clement, Van 
Nuys Bldg. 

* 2 2 

MILWAUKEE, WIS. — Barber- 
Colman Co., 2561 N. Downer Ave., 
has leased building to be erected at 
912 N. Broadway and will use it for 
one-story machine shop addition, 30 x 
60 ft. 

* * LK 

MOBILE, ALA.—Swift and Co., 
Union Stock Yards, Chicago, plans 
a two-story and basement packing 
plant, 95 x 140 ft. to cost about 
$85,000 with equipment. 

x * * 

NASHVILLE, TENN. — Board 
of Education plans to install manual 
training department in 3-story and 
basement high school, 210 x 270 ft. 
in East Nashville, at a cost of $500,- 
000. General contract was let to V. L. 
Nicholson and Co., Independent Bldg. 
Marr and Holman, Stahlman Bldg., 
are architects. 

e a8 

NEW YORK, N. Y.—Cullen Fuel 
Co., 192 Lexington Ave., plans to 
build a 2-story, 30 x 100 ft. scale 
box, office and coal yard at Ferris PI. 
and Kirk St., at an estimated cost of 
$40,000. Architect is Nicholson Co., 
405 Lexington Ave. 

oe 

PHILADELPHIA, PA.—Atlantic 
Refining Co., 260 S. Broad St., is 
carrying out expansion and improve- 
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Copper Tubing 


Seamless. Sizes—from yx to 1% 
in, O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from yz to 1% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7; to 136 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 


for prices, 
WOLVERINE TUBECO. 


= BRASS & ALUMINUM 








SEAMLESS COPPER /9/, 


1451 Central Ave. 


Detroit, Mich. 


DESMOND 


Grinding Wheel Dressers 
and Cutters 











& 
The Desmond HEX Dresser 


The most durable mechanical type 
Dresser made — in four sizes — 
Nos. 0, 1, 2 and 5-H 


We manufacture the only com- 
plete line of Dressers and Cutters 
—a line that enables you to fill 
every customer’s requirements. The 
Desmond line is unconditionally 
guaranteed to give your customers 
complete satisfaction. 


Write to-day for our new catalog 
and discount sheet. 


The 
DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


Headquarters for Dressers and Cutters 
for 25 years 





















ments at oil refinery, Franklin, Pa., 
at a cost of over $2,000,000. 
ss. 

ST. LOUIS, MO.—Sieloff Pack- 
ing Co., Newstead and Natural 
Bridge Ave., plans addition, 75 x 80 
ft. for condenser unit, to cost over 
$30,000 with equipment. Wedemeyer 
and Nelson, Wainwright Bldg., are 
architects. 

t+ = 

SOUTH BEND, IND. — Stude- 
baker Corp. will install equipment in 
engine block departments, at a cost 
of over $250,000. 

. ¢ » 

VIRGINIA, MINN.—A _3-story, 
50 x 75 ft., garage and band _ hall 
will be erected by the Board of Edu- 
cation, H. ©. Olson, clerk. Cost will 
be about $60,000. J. Albert Codding, 
First National Bank Bldg., is archi- 
tect. 

* 8 « 

WATERLOO, IA.—Rath Packing 
Co., Sycamore and Elm Sts., will 
build 4-story and basement addition, 
60 x 132 ft., at a cost of $100,000 
with equipment. Contract has been 
let to H. A. Main Construction Co., 
Mash Place Bldg. H. Peter Hen- 
schien, 59 E. Van Buren St., Chicago, 
is architect and engineer. 

* ¢ * 

WAYNESBORO, PA. — Landis 
Program Clock Co. has been organ- 
ized by John G. Mumma and Chester 
B. Snively, Waynesboro, with a cap- 
ital of $50,000, for the purpose of 
making electric clocks and mechan- 
isms and mechanical devices. 

¢@¢es 

WEBSTER CITY, IA.—A. D. 
Burtis and Gustav Nissen will make 
extensions and improvements. Com- 
pany plans to expend about $100,000. 
This company operates a meat pack- 
ing plant. 

* * * 

WEST LAFAYETTE, O.— 
Moore Enameling Mfg. Co. plans to 
build a one-story plant adjoining its 
present plant, to be used for the man- 
ufacture of enameled kitchen utensils 
and will double capacity. Work will 
be done at an estimated cost of 
$50,000. 

+ - 

WINSTON-SALEM, N. C.—R. 
J. Reynolds Tobacco Co. will soon 
start work on two one-story storage 
and distributing buildings, 110 x 240 
ft., to cost $100,000 with equipment. 
G. M. Poley is the company architect. 











Guaranteed 


Unbreakable! 


More cuts per dollar—that’s some- 
thing to sell especially right now. 
MARVEL Blades offer this for 
they have long-lasting, fast-cut- 
ting, genuine 18% Tungsten High 
Speed Steel cutting edges, and 
are, in addition, shatter-proof— 
are guaranteed unbreakable, even 
in case of accident. 

Here is a hack saw blade that 
you can safely recommend for 
any job, that you know will out- 
cut any other. 


MARVEL 


High - Speed - Edge 
HACK SAW BLADES 
1. High Speed Steel 


Cutting Edge. 


2. Unbreakable 
Alloy-Steel 
Back. 














Sizes for 
all power 
hack saws. 


Prices same as reg- 
ular High Speed Steel 
Blades. 


Write for Circular 


ARMSTRONG-BLUM 
MFG. CO. 


“The Hack Saw People” 
353 N. Francisco Av., CHICAGO, U. S. A. 


a 











1905 GtrandD 1931 


The STANDARD LINE 
FLEXIBLE SHAFTS 


and 
EQUIPMENTS 
Type M7A—1\% H.P. Capacity 














Send for our Large and Complete 
Catalog No. 25, showing many 
types and sizes 4 to 2 H.P. 


Manufactured by 


N. A. STRAND. & CO. 





5001-5009 N. Lincoln St. Chicago 
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DISTRIBUTORS 
HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 





Liberal profits and fast 
turn over. 

Model No. 3 Sells for 
$60.00. 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Beston 9, Mass., 
U.S.A. 

















“COLD TURKEY’ 


Distributors like the Davis 
line of valve specialties be- 
cause theyrequireless”cold 
turkey” selling. The line is 
known from coast to coast; 
50 years of goodwill are 
behind it. 


The line is complete; a valve 
specialty for every auto- 
matic pressure regulation 
requirement. 

DAVIS REGULATOR CO. 


2544 South Washtenaw Ave. 
CHICAGO, ILLINOIS 


MS 12—Gray 
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BELMONT PACKINGS 




















Distributors— 
What About This? 























“There is a Belmont Packing 
for Every Service” 


BELMONT 


Superheat Steam Packing 


—A Sales Leader in a Complete Line of Profit 
Makers 


Style 751-P 


Facts on Construction— 


Each strand of asbestos yarn is thoroughly 
impregnated with finely prepared lubri- 
cating graphite in conjunction with our 
special heat-resisting compound. It will 
not harden in service. For this reason, ex- 
tra rings may be added from time to time, 
without removing the rings in service. 


Where You Can Sell It— 


BELMONT Superheat Steam Packing is 
unexcelled for all conditions of super- 
heated steam. It is particularly recom- 
mended for gas and marine engines, air 
compressors, hot air blasts and other serv- 
ices requiring a packing for extreme high 
temperature and high speed. 


THE BELMONT PACKING & RUBBER CO. 
BUTLER & SEPVIVA STREETS, PHILADELPHIA, PENNA. 











@ Will packings be just 


another item in your 
list in 1932? 


This is a thought worthy of your immediate consid- 
eration. With every indication that 1932 will be a 
much better business year than the last two have 
been, packings—good packings—will be needed in 
practically every industrial plant in your territory. 
Are you equipped to serve these plants as they want 
to be served? Are you handling a complete, quality 
line, backed by real cooperation from the manufac- 
turer? 


@ —Or will they be 


sales leaders, rewarding 
intelligent effort with 


substantial profits ? 


BELMONT Packings can profitably be made a sales 
leader for you. This great line is complete for every 
service. Every item measures up to the highest 
standards of efficiency and economy. BELMONT 
extends all possible sales cooperation to its distrib- 
utors, including our 92-page catalog, circulars bearing 
distributors’ names, field assistance from factory 
trained BELMONT salesmen—and our new Market 
Determination Plan for distributors and _ their 
salesmen. 


@ The Belmont Distributor 
Pian Merits Your Immediate 
Consideration. Write today 
for complete information. 
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Set ‘an up fast....and tight....no fear of slipping 


For fast assembling or for constant 
adjustment of machinery, no screws 
like Bristos. The flutes of the 
wrench key into the flutes of the 
socket. You can’t slip and skin 
your hands as long as the wrench 
Neither can you flare 
or split the socket, for the strain is 
keyed in toward the center instead 
of toward the outside. 


is in place. 


With this almost integral grip on the 
screw, Bristos can be set up quicker 
and tighter than any set screws you 
have ever used. This applies to all 
Bristo Cap and Set Screws, from the 
big inch and a half size on down to 


the smallest, no bigger than a match 
head! 


Bristo 





In Bristos the dovetails and 
flutes in the socket and wrench 
interlock for a perfect grip. 


The Bristo Wrench holds the 
screw as positively as tho it 
were designed for keys. 





Hex and square sockets wear 


out quickly from pressure 
on the walls of 
the socket. 


asSAFETY SET .. 


SOCKET HEAD CAP 
MANUFACTURED BY THE BRISTOL COMPANY, WATERBURY, CONNECTICUT 






For operations requiring continu- 
ous setting and resetting of drills, 
chucks, cutting tools, ete., try re- 
placing your present screws with 
Bristos; the saving will soon show 
on your time records. 


For fast, fussy assembling, Bristos 
are also a big economy; and the 
trim, inviting look they impart to 
a product actually increases sales. 


Let us send you or your customers 
sample Bristos for test. Just tell us 
what sizes you want and how many. 
No charge; glad to do it. 


Bristo Screws may be had with 
either regular or Dardelet threads. 


Sc rews 






















The Walworth Re-New- 
Disc Valve for 150 lbs. 
Steam Service 
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Quickly Renewed | Easily Re-assembled 


The Walworth Re-New-Disc Valve is the only valve of this 
type which has this fool-proof margin of clearance that pre- THIS 


vents damage to the seat in re-assembling. CLEARANCE 





Even though a hurried operator may fail to lock the disc prevents damage 


holder on in putting the valve together, the Walworth union 
bonnet connection can be screwed down tight without bring- to the SEA Tin re- 


ing the seat and disc into contact. 


assembling Valve 








In installations where such valves must be opened and closed 








frequently, and especially where speed is desirable, the Wal- 


worth Re-New-Disc Valve : 
is your safest specification. R C= N CW - D isc Va : Ve 
| Walworth International Co., 19 Rector St., New York, Foreign Representative 

. «+ Distributors in Principal Cities of the World .... 


Walworth Company, General Sales Offices: 60 East 42nd St., New York 
VALVES FITTINGS AND TOOLS 
Fgh eee s PSR GS ps TEARS RRS 2 SSS : 








Walworth Company Limited, 660 St. Catherine Street West, Montreal, P. Q. 
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)SED BOLT ENDS 


WONDERFUL OPPORTUNITY to hide unsightly exposed bolt 
ends by the use of Ferry Patented Acorn Nuts has attracted 
the attentionof engineers throughout the country. The neat, grace- 
ful appearance of these Acorn Nuts—their ability to iend a fin- 
ished appearance to the product—is as great as the ¢ st is small. 


THE FERRY BRASS COVERED 


Cross Section of Ferry 
Patented Acorn Nut, 
showing how hexagon 
nutfits snuglyinto shell 


THE FERRY STEEL COVERED THE FERRY STAINLESS STEEL 


ACORN NUT 
The Ferry Steel Covered Acorn Nut has 
the advantage of permitting painting, 
galvanizing, Parkerizing, Sherardizing, 
Cadmium- plating, Nickel-plating, 
burnishing, polishing and buffing. 


Size: %" Across Flats 

Plain { For Painting}. 

Burnished [ For Plating). 

Burnished, Sherardized and Burnished. 

Burnished, Sherardized and Buffed. 

Burnished, Cadmium Plated and Buffed. 

Burnished, Nickel Plated and Buffed. 
3-D Polished, Sherardized and Buffed. 
3-E Polished, Cadmium Plated and Buffed. 
3-F Polished, Nickel Plated and Buffed. 
3-F-C Nickel Chromium Plated and Buffed* 


*NICKEL 


ACORN NUT 
The Ferry Brass Covered Acorn 
Nut is recommended where plating 


on brass is desired. It has the non- 


corrosive feature which is a strong 
advantage. 


Size: 4" Across Flats 

Plain [ For Painting}. 

Burnished ( For Plating). 

Burnished, Sherardized and Burnished. 

Burnished, Sherardized and Buffed. 

Burnished, Cadmium Plated and Buffed. 

Burnished, Nickel Plated and Buffed. 
-4. Polished, Sherardized and Buffed. 
-5. Polished, Cadmicm Plated and Buffed. 
-6. Polished, Nickel Plated and Buffed. 
-6-C Nickel Chromium Plated and Buffed* 


COVERED ACORN NUT 


The Ferry Stainless Steel Covered 
Acorn Nut is recommended where no 
plating is desired. It is a stainless steel 
cover all the way through. It is furnished 
with steel or brass hexagon nut insert 
at exceedingly small cost. 


Size: '%" Across Flats 
Plain { For Painting). 
Burnished ( For Plating). 
Burnished, Sherardized and Burnished. 
Burnished, Sherardized and Buffed. 
Burnished, Cadmium Plated and Buffed 
Burnished, Nickel Plated and Buffed. 
-1 Polished, Sherardized and Buffed. 
-12. Polished, Cadmium Plated and Buffed. 
4-1: Polished, Nickel Plated and Buffed. 
14-13-C Nickel Chromium Plated and Buffed* 


CHROMIUM PLATED ACORN NUTS are furnished 


Polished, Nickel Plated, Chromium Plated and Buffed. Prices upon request. 


Size: ‘6 Across Flats 
Plain 
Nickel Plated—Barrel Plate. 
Polished, Nickel Plated and Buffed. 
> Nickel Chromium Plated and Buffed* 


*NICKEL 


Size: °” 
Burnished 
Burnished and Buffed 
Polished and Buffed 


Across Flats 


Size: ’6” 
Burnished 
Burnished and Buffed 
Polished and Buffed 


Across Flats 


No. Size: 44" Across Flats 

15. Plain. 

16. Nickel Plated—Barrel Plate. 

17. Polished, Nickel Plated and Buffed. 
17-C Nickel Chromium Plated and Buffed* 


Steel Insert 


No. Size: 4” Across Flats 
-1 Burnished 

-1-BB_ Burnished and Buffed 
-1-B Polished and Buffed 


Brass Insert 
Size: 4” 
Burnished 


Burnished and Buffed 
Polished and Buffed 


Across Flats 


No. Size: '% 
18. Plain. 

19. Nickel Plated—Barrel Plate. 

20. Polished, Nickel Plated and Buffed. 
20-C Nickel Chromium Plated and Buffed* 


" Across Flats 


CHROMIUM PLATED ACORN NUTS are furnished 


Polished, Nickel Plated, Chromium Plated and Buffed. Prices upon request. 


Size: '*\¢" 
Burnished 
Burnished and Buffed 
Polished and Buffed 


Across Flats 


Size: '»” Across Flats 
Burnished 

Burnished and Buffed 
Polished and Buffed 


1 








SIZE is" Across 
Flats 
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TAPPED to ‘," 516" 4%" 
USS or SAE 


SIZE: 4" Across 
Flats 


SIZE: 1°" Across 


lats 








rAnrte: ae, 6", 
‘ "and % o 
hoaiaiee. 

USS and SAE 
thread. 
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thread. 
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Tapped as 
desired 


desired 


Order by Number and Tapping—Samples and Prices on Request 


TAPPED: 4,"," 
and '," inclusive. 


USS and SAE 


EW COMPANY 
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